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Extra strong! Extra tough! 
Resists abrasion... 


A PERFECT Will not rot or mildew... 
SET-UP T0 Not affected by 


water, gasoline, grease, oil, 
SPEED-UP _ 


flexible! 
PROFITABLE 
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INTHE NYLON 
CORD BUSINESS F 


® The Easy Way 

® The Low Inventory Way 
®@ The Low Cost Way 

® The Packaged Way 

® The High Profit Way 
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1) 1 100% NYLON & 
“7 BRAIDED CORD 
RACK c 


That's right...here is an 
easy, low cost way to get into 
the highly profitable Nylon 
Cord business. This rack is 
only 24 inches high and takes 
up less than 1 square foot of 
floor or counter space. Cord 
is one reel each of 1/8”, 
3/16”, 1/4” and 5/16”. Rack 
is FREE with order for 4 or 
more spools. 


Ask your jobber about it... 


CORDAGE § 


™ John H. Graham & Co. Inc. 
: 105 Duane St., New York 8, N. Y. 
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new Yale package 
- makes Christmas 
~ sales easier! 
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This Yale Travelok makes an ideal Christmas gift for 
anyone who travels a lot, lives in an apartment or 
hotel, or is home from college or the service. Requir- 
ing neither screws nor permanent attachments, the 
Travelok closes a drawer or door over a hardened 
steel slide bar hooked into the stop or strike. When 
the locking case slides up tight, the door or drawer 
is locked. 


Travelok is ideal for lockers, cabinets, closet doors, 
desks, cupboards and other places where portable, 


dependable security is required. 
Want more 


Hang the colorful new package from pegboard, or 
Stand it in the window or on the shelf. The Travelcx 
is attractively displayed under a transparent, form- 
fitting blister. Package includes “How to Use” book- 
let, auxiliary locking bar, and two keys. 


Contact your jobber or write The Yale & Towne Mfg. Co., 
Yale Lock & Hardware Division, White Piains, N. Y. 


YALE & TOWNE 


facts? Circle 101, p. 35 YALE~ REG. U S. PAT. OFF 
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get files off the shelf... § 


with this Nicholson or Black Diamond display. Re- 
member the old rule... “You can’t sell ’em unless 
you can show ’em.” Here’s a smart way to get around 
the problem. 48 of the most popular files come with 
orange and black Hi-lmpact plastic handles. They’re 
carded, with suggested uses and the price on every 
file. The file and card are skin packed to assure 
lasting, factory freshness. ¢ Use the display on 
counter top or on pegboard. It’s free with the pur- 
chase of the 48-file assortment. © Stop shoppers 
cold. Convert browsers into buyers. Order this self- 
selling file display from your regular Nicholson or 
Black Diamond wholesaler soon. You'll see sales 
and profits pick up. ¢ Handles designed and manu- 
factured by The Danielson Manufacturing Company 
—a Nicholson subsidiary. 


HERE’S WHAT YOU'LL MAKE 
2430 8g Be ee ee 
RETAILER’S SELLING PRICE ...... . $36.30 
REIAIER SO PUTEs. ws wc ee wee 6 t ee 


NICHOLSON —~— 


Pick Spano 
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Smart distributors know from experience that fast- 
turnover is one of the keys to bigger profits. They 
know that quality Southern products packaged 
in tough boxes bearing Southern’s brilliant color- 
coded “EZ toC”., labels, move quicker than fast- 
eners that steal valuable shelf space from the fast- 
moving items. 

Your Southern distributor prefers handling na- 
tionally-advertised USA-made Southern fasteners 
that are pre-sold to consumers because he sells 
more of ‘em when you sell more of *em. He knows, 
too, that Southern is an industry leader in providing 


free technical help to consumers to sell ‘em and 
keep ‘em sold. 

Right now, a new Southern service is obtainable 
from your Southern distributor. It's the ACTUAL 
SIZE CHART for MACHINE SCREWS and TAP- 
PING SCREWS —a time-saver for the selection of 
the right fastener for the right job. Call your Southern: 
Screw distributor for one of these new and helpful 
charts, available only through him. 

Put Southern Screws in your want book now. 
And keep in touch with your Southern distributor— 
your profit-partner in the fastener field. 


Sold Through Leading Wholesale Distributors. Warehouses: New York e Chicago « Dallas - Los Angeles. 


YOUR BEST SOURCE FOR FASTENERS IS 
YOUR SOUTHERN SCREW DISTRIBUTOR 


Wood Screws « Stove Bolts Tapping Screws « Carriage Bolts 


Machine Screws & Nuts 


Wood Drive Screws 


SCREW COMPANY 


STATESVILLE 


HEAD | 
STEEL 


1 GROSS 


MADE IN- US A 


e NORTH CAROLINA 


Want more facts? Circle 103, p. 
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Editorial 


by W. A. Phair 


After the election... 


Like most of you, I stayed up very late election night, watching 
the votes being tabulated. Believe me, I did not jump for joy at the 
results of the balloting, but IT was most inspired by the record num- 
ber of Americans who turned out to vote. It was wonderful to know 
that so many people have sufficient interest in their country to get 
out and vote. 


Now that the din and fury of the campaign has died down, it would 
be worth while to think a little about our future. 


During the election I’m sure we were all quite partisan. But now 
that the election is over and our democratic process has acted, it’s 
time to look at the future as hardwaremen, not as members of any 
political party. 


As hardwaremen, we share common problems and goals that tran- 
scend political party lines. These comments are written in the spirit 
of a hardwareman. 


As you try to appraise the future, you inevitably come to the con- 
clusion that no party, no man in the White House, can have as much 
influence on our future as our own actions. In short,-our future is 


‘going to depend largely upon what we do, not upon who is in the 


White House. 


It would be most ill-advised, regardless of one’s political beliefs, 
to lean on Washington for the ultimate solution of our everyday 
problems. 


Beyond question, the prime objective of both candidates for the 
presidency would be to take such action as necessary to correct the 
current softness in business activity. Perhaps there would be dif- 
ferences in approach, but the goal would be the same. 


Hence, it seems to me, we can expect to see some further steps 
being taken to make money less expensive to borrow. The first steps 
in this direction were taken some six months ago. Further efforts 
will most certainly be made in the future, if the business trend does 
not start upward soon. 


Efforts to encourage the construction industry are also most likely. 
A further increase in defense expenditures has also been inevitable, 
no matter who ended up in the White House. 


All these efforts will be directed to the one task of getting business 


moving upward again. I am confident that the election results will 
not affect these activities. In view of the better knowledge we have 
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Editorial 


continued 





of the structure of our economy, and the more effective tools we have 
for influencing economic trends—such as the Federal Reserve Sys- 
tem—we stand a better than usual chance of correcting the present 
softness in business. 


On the other hand, Sen. Kennedy has committed himself to some 
programs that would hurt retailers, especially the smaller, indepen- 
dent merchant. Notable in this category is his plan to extend the 
coverage of the minimum wage act. 


We can assume, I believe, that an effort will be made by the Ken- 
nedy administration to extend the coverage of this law. But the 
success of this effort will depend upon favorable action in Congress. 
I’m not sure he will get this. 


The president-elect does not have a clear-cut working majority 
in the Senate and House. The campaigning indicated that there are 
many Democrats, especially in the Southern states, who are not in 
complete agreement with the plans of the president-elect. 


Another sobering consideration for any senator or representative 
facing re-election in the next few years is the lack of a clear mandate 
from the voters for Sen. Kennedy’s program. With the votes so 
evenly divided between the two candidates, most senators will likely 
be cautious about tackling such subjects as the extension of the mini- 
mum wage act. 


Speak up, and act... 


As one appraises the problems the new president will face and 
weighs these against the results of the voting, it begins to appear 
that the behavior of the new administration will be much more moder- 
ate than the campaign promises. 


This situation could result in more than usual consideration being 
shown to groups that make their views known on public issues. This 
would especially apply to an effort on the part of retailers to make 
their opinions and wishes known on the minimum wage legislation. 


A real strong grass roots protest to Congress could exert real 
influence on the shape of any legislation. But this can happen only 
if each individual will take the time and effort to get his views to his 
Congressman. You took time to vote, now take time to guide the 
men who were elected. 


This political activity by the individual is an essential part of 
democracy. But it is in no way a substitute for what we can and 
must do ourselves, in our own businesses, to assure our future. 


Our problems as individuals, concerned with a specific business 
firm, remain fairly constant. What happens to us in the future, 
depends largely upon our own planning, and our own actions. 
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You get sales-proven display models 


with Yefonal hardware 


56 different display models are now available to 


National Manufacturing Co. dealers. These at- 
tractive display units show off the finish, work- 
manship and mechanical features of many fast- 
sellers in the National line. A display model 
shows your customers how a particular item 
looks when installed; it lets them “try out” slid- 
ing door sets. Stop hiding your merchandise— 
put National hardware out where your customers 
can see it, try it, buy it. 


Join the swing to National Manufacturing Co. 
Write for free catalog. 


NATIONAL MANUFACTURING CO. 


30012 First Avenue Sterling, Ilinols 
Want more facts? Circle 104, p. 35 
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’ eaten inesecnte: 


A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


An uplift for home builders? . . . 


The Kennedy administration will attempt to step up home con- 
struction in 1961. The Commerce Department is now predicting 
a 4 percent increase in housing starts for next year, based largely 
on greater availability of mortgage credit. The Kennedy adminis- 
tration will likely try to control credit as a device to keep housing 
programs on the rise. The President-elect will also press for crea- 
tion of a new agency in government to keep closer tabs on con- 
struction and housing. The biggest hurdle that faces any spurt 
in building is rising costs. Kennedy’s pledges to labor would not 
put the lid on these costs. 


Scrutiny of import threat .. . 


Another line of merchandise being seriously hurt by imports is 
sheet glass. The Tariff Commission is looking into the situation 
to find out whether imported glass is seriously affecting domestic 
producers. If the commission finds foreign cylinder, crown, and 
sheet glass is being imported in large enough quantities to hurt 
U. S. makers, it will recommend a boost in tariffs. Such higher 
tariffs would mean a price increase in about one-third of all sheet 
glass used in this country. Key glass exporters are Belgium, Japan, 
and Western Germany. 


Hardware in survival kits .. . 


Many hardware items are among the goods the government is spec- 
ifying as needed for survival in the days right after a nuclear 
war. The Office of Civil Defense Mobilization (OCDM) is studying 
new ideas aimed at getting the country back on its feet after an 
attack. Hardware items such as hand tools, nails and bolts, builders’ 
hardware, and plumbing fixtures will be needed, OCDM says, “to 
sustain life . .. and to assure national survival.” Civil defense 
officials may recommend federal stockpiling of some of these items. 


Assurance for small business ... 


Small businessmen may find more aid from the government under 
the Kennedy administration. The President-elect has already 
pledged that “in 1961 we are going to have to protect the right 
of small businessmen to compete.” Protection will be in the form 
of expanded activity by the Small Business Administration and 
stiffer policing by federal regulatory agencies. SBA, already over 
the $1 billion mark in loans, will have even greater lending power. 
Kennedy will also strengthen the Federal Trade Commission to 
speed up investigations and crackdowns on unfair competition. 
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NOW...BUY A COMPLETE LINE FROM A SINGLE SOURCE 


ROTARIES REELS RIDER 


ee 


Bigger reason than ever to 


bank on the proven profit makers 


OWERS 
for 196] 


10 models for your customers to choose from 


(Plus 2 Rotary Power Tillers and Gasoline Lawn Edger/Trimmer) 


FULL MARGINS pre-sold for you through 
COMPETITIVE PRICES National Advertising in 


Sold through wholesalers Life 

on a selective basis. Saturday Evening Post 
Better Homes & Gardens 
Flower Grower 

Sports Illustrated 


ATLAS TOOL & MANUFACTURING CO. 


FOUNDED IN 1926 
5147 NATURAL BRIDGE BLVD. e ST, LOUIS 15, MISSOURI 6029 
Want more facts? Circle 105, p. 35 


ATLAS-AIRE MOWERS ARE RUGGED...YET PRICED RIGHT! Their 


quality, styling and deluxe features assure you of the fast turnover you want. 
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HARDWARE BUSINESS 


OuTOOK 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


What does the election mean? ... 


Don’t look for any immediate change in government policy when 
Senator Kennedy takes over. Closeness in popular vote is likely 
to make Senate and House cautious about enacting more liberal 
planks in Democratic program. Present tendency to encourage soft 
money policy is likely to be continued as a means of changing busi- 
ness trends. Defense spending will increase. Programs for higher 
minimum wage standards, and a new farm program are likely to 
be proposed, but don’t expect quick action by Senate. Prices will 
continue firm to downward. Most efforts will be directed to improve 
business atmosphere. 


Consumers hold clue .. . 


It will pay big dividends to watch reports in HARDWARE AGE and 
newspapers for possible changes in consumer buying patterns. 
Flattening out in business activity may affect consumer sales, and 
give you clue to how heavy to buy. Present situation is capable 
of rising sharply or dropping off. However, expectations of better 
than last year’s Christmas sales still predicted by most authorities, 
could give ’61 a real good start. New car sales, which hit a new 
peak in early November, is a favorable factor. 


Building: still a bright spot... 


Brightest spot on business horizon is still in building construction 
field. Increases up to 5 percent predicted by most analysts. How- 
ever, most advances will be in heavy construction and multiple 
dwellings. Outlook for private home building is mixed. Many ob- 
servers expect fewer house starts. These trends will ultimately 
benefit hardware stores, but chief sales potential in next few years 
is seen in replacement market, especially for builders’ and cabinet 
hardware. Many stores planning to push this department in local 
advertising. 


Emphasis switching to quality . . . 

Much evidence is cropping up of consumers showing more interest 
in quality than cost. Big chains report tendency to by-pass promo- 
tional bargains for higher priced quality merchandise. This em- 
phasis on quality usually develops during periods of economic 
uncertainty. Recommend that you keep close tabs on experiences 
in your store as a guide to types of promotions to feature in the 
future. 


... Turn to page 58 for more news of How’s the Hardware Business. 
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Cunningham’s Hardware, Johnson City, New York * Contractor: Briggs Construction Company, Binghamton, New Y ork 


PPG products installed 


Business 


: PITTCO Deluxe Store Front Metal, TUBELITE doors and frames and Polished Plate Glass 


increases 32% in 3 months 


with new PPG Open-Vision Front 


Cunningham’s Hardware has been in 
business in Johnson City, N. Y. since 1910. 
Recently they installed a new PPG Open- 
Vision Store Front. Here’s what hap- 
pened: “Our new front has resulted in a 
32% business increase for the first three 
months of this year compared to last year,” 
says Mr. Fred W. Kintner, owner. “The 
improved visibility of display area is our 
best advertising. Due to the well-lighted 
interior through the new front we have 
noticed a substantial increase in patron- 
age by women for gifts and housewares.” 

It has been proven time and time again 
hardware business picks up when you 
improve your store appearance with a 


PPG Open-Vision Front. An attractive, 
wide-open look is bound to attract more 
customers and the improvements you 
make soon pay for themselves in increased 
traffic and volume. Pittsburgh Plate Glass 
has the complete package to give you the 
Open-Vision look: Pittsburgh Polished 
Plate Glass; PITTco® decorative and glass- 
holding Store Front Metal; a complete 
line of TUBELITE®, HERCULITE® and WEST 
TENSION doors, frames and sidelights; 
and PITTCOMATIC® automatic push-pull 
handle or mat-operated door openers. For 
more information, send for our free book- 
let or contact your PPG branch or dis- 
tributor. There’s one near you. 


Name 


Pittsburgh Plate Glass Company 
Room 0218, 632 Fort Duquesne Bivd., Pittsburgh 22, Pennsylvania 


Please send a free STORE FRONT booklet to: 





Address 





City 





Store 








lp Pittsburgh Plate Glass Company 


Paints + Glass « Chemicals + Fiber Glass 


In Canada: Canadian Pittsburgh Industries Limited 


Want more facts? Circle 106, p. 35 
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MERCHANDISING 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


WANT THREE PROMOTIONAL SLEEPERS FOR JANUARY? This time of year always 
poses problems in finding items that will draw. Here are three: 
(1) bicycle locks for those thousands of gift bikes; (2) work 
gloves of many varieties for tens of thousands of construction 
workers, truckers, farmers, and others; (3) lunch kits and vacuum 
bottles for millions of kids changing schools. Good seasonal 
profit makers are numerous, but displays and specials on these 
three can provide surprising sales volume. You've got ‘em in stock 
or, if not, fill up now. Make the most of these staples. 























YOUR "FAMILY STORE" APPEAL LATELY? You're missing a bet if you 
don't include pets in your thinking. Scarcely a customer enters 
your store who doesn't have a dog, cat or other pet. There are 
22-25 million dogs in private homes, roughly one for every two 
homes in the nation. Cats are more numerous, estimated at 27-30 
million. These animals trigger ever-growing purchases of bedding, 
chains, collars, etc. Pet supplies are a profitable (50%+-) side- 
line. If you would enhance your family store appeal, try some 


items in this line. And when is a better time to start than the 
week after Christmas? 


























YOU CAN WIN NEW, LOYAL CUSTOMERS NOW. Promote a liberal exchange and 
refund policy in your store signs and ads. The big stores do espe- 
cially well in the Christmas season because their policies on 
refunds and exchanges usually are well known and liked. How about 
you? Are your customers in doubt about return privileges in your 
Store? You could doubtless stir up heavy extra volume by estab- 
lishing a policy now. A generous, yet firm, return policy creates 
a favorable impression when promoted. In the long run, refunds 


and exchanges are not expensive. In fact, they pay for themselves 
and then some. 





























BETTER WIDEN YOUR STOCK OF BATTERIES. More battery powered toys, radios, 
clocks, and assorted household needs will be sold this Fall than 
ever before. Add the normally heavy Winter demand for batteries 
for sportsmen, motorists, farmers, and householders, and you can 
see why January may set a new high in sales. Now's the time to lay 
in supplies. You'll find extra profits in a special display of 
batteries and related lines. Keep the display full throughout the 
Winter. Don't let lows and outs kill off this profitable business. 
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take your sian out of THE DANGER ZONE 


New Fingertip Starter Release 
Puts Them In The Safety Zone... 


There’s an all new safety selling feature to the 1961 
Homko rotary mowers. It’s an all new kind of starter 
release, in an all new place. . . mounted at fingertip 

height, in back of the handle, where it can only be 
reached from behind. Meaning, of course, that the 
operator is out of the blade’s reach when 

the mower starts... out of the danger zone! 
There are other big selling features to consider, too. 
The famous Flexor Blade is lifetime guaranteed to 
eliminate bent crankshafts. Versatile Planitor Drive 
gives full cutting power at any one of 6 different 
driving speeds. Rugged all steel construction means 
utility for years. And so on. A wide choice of models are 
available. It will pay you to investigate all of them. 





WESTERN TOOL & STAMPING COMPANY 
2725 Second Avenue, Des Moines 13, lowa Dept. HA-4 


Write for information on complete line and news 
about unusual ‘‘HOMKO HOEDOWN” promotion. 





Address 





City 





Want more facts? Circle 107, p. 35 
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This STEELMARK of the American Steel 
Industry tells you a product is made 
of Steel. Look for it when you buy. 











Dont. lode The dale... 


CALL YOUR 
REPUBLIC DISTRIBUTOR 


No need to let temporary stock shortages cost you 
fastener sales. Not ever! Not when your Republic 
Distributor’s'as close as your telephone . . . ready to 
deliver right now, in whatever sizes and quantities 
you request. 

There are many reasons why you can count on 
your Republic Distributor. Like you... he’s in busi- 
ness to stay. He understands your needs and your 


problems and works hard to help you meet them. 

As part of his service he stocks a full line of fasteners 
. . . employs an adequate staff... has a full-time 
delivery system geared to fill both emergency and 
normal requirements. 

Your Republic Distributor is listed in the Yellow 
Pages under HARDWARE WHOLESALE. Next time 
give him a call for fast, dependable service on. .. 


BOLTS & NUTS «+ PLASTIC PIPE « STEEL PIPE « ROOF DRAINAGE PRODUCTS «+ NAILS & STAPLES 


MORE THAN 20,000 types and sizes of bolts 
and nuts are available from your Republic 
Distributor. Attractive spill-proof boxes give 
displays visual appeal. 


REPUBLIC 


Quality Supplies... Quality Supptirs 


Want more facts? Circle 108, p. 35 


NEW BRITE-GARD FINISH gives added sales 
appeal and sparkling protection—a no- 
extra cost feature on all Republic electro- 
zinc plated fasteners. 


STEEL 











Re. ai lias COON an 


COLORFUL NEW COUNTER DISPLAY for NYLOK® 
self-locking nuts illustrates typical NYLOK Nut 
uses—serves as counter tray and point-of-sale 
unit for six popular sizes. 


REPUBLIC STEEL CORPORATION 
DEPT. HA-9582-A 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on: 
C) Flexible Plastic Pipe type FE® CJ Steel Pipe 


Cj Semi-Rigid Plastic Pipetype SRK® (0 Bolts and Nuts 
C) Roof Drainage Products 





Name Title 





C) Nails and Staples 





Company 
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Address 





City. 











Interstate Hardware Merchandising, Inc. 


gives “LIE'IT” 


to Worthington customers! 


Program guarantees Low Inventory, Fast Turnover 
on top quality, competitively-priced merchandise 











for gifts 


This 7 x 10-inch full color Christmas 
gift catalog is typical of Interstate 
promotional aids of which over 3 
million copies are usually printed. It is 
available in either 24 or 40 page sizes. 
The latter includes a special toy section. 


Walter M. Bocher 


For many years an outstanding hard- 
ware executive, Mr. Bocher is managing 
director, Interstate Hardware Merchan- 
dising, Inc., Cleveland. He was formerly 
vice president, John Pritzlaff Hardware 


Co., Milwaukee . . . served as director of 
the Midwest Hardware Show and was 
general manager, Allied Merchandising 
Service, Chicago. 


‘Other Interstate wholesalers are Baker & Hamilton Co., San 
. Seattle Hardware Company, Seattle. . 
& Hardware Co., Kansas City. . 
Zork Hardware Co., El Paso. 


Francisco .. 


Los Angeles... 


THE 


ob goth Sanity Git Center 


(SEO. WORTHINGTON 


As one of 6 wholesalers* sharing in Interstate activities, 
Worthington is pledged to a program aimed at increased sales and 
profits for independent dealers. An essential part of this is Low 
Inventory, Fast Turnover. 


By pooling knowledge of the hardware industry . . . by joining 
in nation-wide promotions, Interstate wholesalers give superior 
service to every retailer. 

Here are a few of many advantages YOU receive when you deal 
with Worthington and other Interstate participants! 


y You get better merchandise to sell . . . the best new products first. 
61 skilled buyers, specialists in their fields, meet regularly to 
select best values. 





yf You get competitive prices. You also secure most advantageous 
terms, datings, etc. 





You get what you order—faster! Interstate wholesalers main- 
tain large stocks. ‘‘Outs”’ are far below the industry average. 


You get more and better promotions. Handbills, mailers, special 
catalogs, produced by advertising experts in tremendous 
quantities, do a better job for you . . . cost you less! 





You get more help from your wholesaler salesman. He is backed 
by almost limitless selling facts acquired in day-by-day calls 
by 395 salesmen of Interstate wholesalers. 








You benefit by close Interstate cooperation with the NRHA. All 
Interstate wholesalers participate in association activities... 
Hardware Week, Turnover Handbook Program, etc. 





If you are a Worthington customer, we urge you to make full use 
of these expanded services—made possible by our Interstate 
affiliation. Or, if you are not presently dealing with Worthington, 


it may pay you to write or phone Sales Manager Joe Demshar 
—today! 








. Townley Metal 
. Union Hardware & Metal Co., 


Oo neg iy 
y; 


Co. 


CLEVELAND 1, OHIO 


Want more facts? Circle 109, p. 35 
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I’m glad Dad changed 


to the hardware business 


My father can go to bed at night satisfied that he 


is a member of a stable industry, a respected man in 


his community, and in a business with character. 


oy E. Michael Brown 
a dealer's son 
Shillington, Pa. 


Editor’s note—E. Michael Brown is the 20-year old son 
of E. M. Brown, a former feed dealer. Young Mr. 
Brown alternates between the family’s store and an 
accounting curriculum at Babson Institute, Babson 
Park, Mass. His is a fresh appraisal of some aspects 
of hardware merchandising, as seen by a newcomer 
to the field. The new Brown Hardware & Garden 
Center store is on the site of the old Brown Feed 
Store, Shillington, Pa. 


Sept. 15, 1960, is a date I will always remember. On 
this day my Dad opened his new hardware store for 
business. 

This day was the culmination of a dream that he 
always had. Dad had been in the feed business for 
about 25 years and had no experience in the hardware 
field at all. 

Naturally, leaving a secure job and starting this 
new venture was a decision of great gravity. And once 
the decision was made by Dad, there was the job of 
convincing us, his family. At this point, I admit, I 
was a bit skeptical. We are all reluctant to change, I 
think. 

After Dad made his decision, he went to many hard- 
ware shows and sought all the advice he could get. 
Much of his time was spent in Harrisburg, Pa., at the 
Pennsylvania & Atlantic Seaboard Hardware Assn. 
office. 

Here his dream was put down on paper. Drawings 
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Brown Hardware on opening day. 


I'm vlad Dad changed to hardware = do it. And if a contractor should do it, which 
8) . 

“Can I fix this, or do I have to get a new one? What 
is your opinion about this?” Every customer seems 
to have a different need or want, and respects the man 
who can provide sound answers and solutions. 

Among hardwaremen you find mutual respect. 

The wholesalers are great. A telephone call brings 
speedy delivery of an item temporarily out of stock. 
Wholesalers offer friendly advice as well as construc- 
tive criticism when needed. 

Another advantage of being a hardwareman is that 
the hardware store, if it is up-to-date and well-kept, 
becomes the crossroads of the community. All types 
of key townspeople are found in a hardware store. 
Farmers, tradesmen, professional men, housewives .. . 
a true cross section of the town, come to look and buy. 

This leads right into another advantage, and that is 
that much of the buying, especially in a self-service 
hardware siere such as ours, is done on impulse. 

I have talked often with Dad’s customers. Many of 
them said they just came to look around, and all of a 
sudden they found themselves at the check-out counter 
with several items. 


(Continued ) 


of possible building plans as well as floor plans were 
conceived and discussed, in addition to the pros and 
cons of going into the business. 

Finally, all of the kinks were worked out. We all 
stood behind Dad’s decision. 

In May, the building was started and there was no 
turning back. 

Soon the building was completed, the fixtures set up, 
and the merchandise started to pour in by the truck- 
load. The excitement increased each day. More and 
more I began to realize why my father decided to be- 
come a hardwareman. 

Incidentally, I learned how valuable the wholesaler’s 
role could be while things were shaping up. We got 
wonderful support from E. K. Tryon Co., a Philadel- 
phia wholesaler. 

Perhaps one of the biggest reasons that I’m glad my 
father went into the retail hardware business, other 
than the security that the industry affords, concerns 
itself with the image that a hardwareman has in his 
community. 

The dealer is probably one of the most trusted 
persons to be found. The trade comes to him for advice 
as to whether they should build an addition to their 
house or garage, or whether they should have a con- 


Many shoppers, especially men, just cannot come in 
and purchase one article in a hardware store. They 
come in for a hammer and walk out with a hammer 
and a set of screw drivers. Or, they come in for some 
paint and find “‘just the thing that I can use to repair 
that storm door.” 

There doesn’t have to be any relation between the 
item that he came in for and the item that the cus- 
The other side of the story... tomer buys. Many browsers come into the store just 
For an article on a father's advice to his son on to look around and see “just the thing that I’ve been 
running a hardware store see HA, May 7, 1959 looking for for the past two months.” | 
p. 64. Looking at the industry purely frorn the financial 
point of view, the owner of a hardware store has the 
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security of an almost negligible amount of obsolescence 
or spoilage of stock. 
A hammer was a hammer in 1900, and I’m sure that 
it’s going to be hasically the same in the year 2000. 
Fads are few in the hardware business. 
In the area of profits, one might not ever become 
a millionaire in the business, but you rarely find the 
hardwareman in a breadline either. 
With the help of his association, manufacturers, 
industry magazines such as HARDWARE AGE, and whole- 
salers, coupled with inherent management ability, a 
hard-working man is certain to turn a satisfactory 
 clalammt: . al profit in the hardware business. I am convinced of 
7 | this, and I think the fun of working with harcware is 
GARDEN CENTER eqakuu asi seed 
Within the last decade, we have experienced six or 
seven recessions in the country. We might be in the 
middle or end of a slight dip right now. During these 
periods, unemployment is up; the number of small 
firms that goes out of business increases; the buying 
habits of almost everyone are revised downward. In 
short, everyone has to tighten his belt. The hardware- 
(Continued on page 52) 


Center and right side of store, electrical lines and housewares sections. 
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Oceanside Hardware's new store front. 


Growing with your community 


... achallenge faced by every store, as neighborhoods change, 


and shopping centers alter customer habits. 


Here is how one store grew with its community. 


A new hardware store opened just 10 years ago in 
a big city suburban area now may be inadequate. 

Why? 

Because in the same number of years these com- 
munities may have experienced a tremendous change 
in population. Families following the post-war trend 
moved to the suburbs, increasing the population of 
some of these communities as much as 15 times. 

This growth affected more than the size of the com- 
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munities. Merchants found that customer buying 
habits also changed. Selling concepts that worked 
before the growth were no longer effective. 

The new suburban families, mostly city people, were 
accustomed to shopping big city stores with large 
selections, low prices, attractive displays, and modern 
in appearance. The new families expect these same 
conditions from the local merchants. 

William Holthaus, owner of Oceanside Hardware, 
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Modern housewares sec 
tion, a key department of 
the store. 


Oceanside, Long Island, N. Y., is a typical example 
of a dealer who was faced with, and met, this chal- 
lenge. 

When Mr. Holthaus started in business about 34 
years ago Oceanside was a community of about 5000 
population. Since World War II, it has grown about 
seven times. 

Being just 30 miles from New York City, Ocean- 
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Floor plan of modernized Oceanside Hardware. 


Growing with your community 


(Continued ) 


side’s new residents are in the majority city people. 
Their buying habits differ from those of the older 
residents. 

With the population growth came new and bigger 
competition. Discount stores and shopping centers, 
with big city merchandising practices, set up shop to 
cash in on the growth. 

Mr. Holthaus, after careful study of the situation, 
decided to completely modernize his store to meet the 
challenge of a changed community with changed buy- 
ing habits, and to keep up with today’s modern selling 
concepts. All steps of the modernization program were 
carefully planned in advance at meetings with his 
sales people and Masback Hardware Co., a New York 
wholesaler. 

Plans and ideas were made for a new sales floor, 
and for new lighting and store front. New wall and 
floor displays were to be installed, also a new check- 
out counter. 

The store was to be laid out so every section would 
be a separate department. 

All merchandise was to be on open display for 
quick and easy selection. No overstock was to be 
kept on the main sales floor. 

Soon after the plans were completed, the actual 
remodeling work began. 

A new tile floor and the lighting were installed, and 
a new store front put up. 

Next came the fixtures, supplied by M & D Store 
Fixtures, Inc. Each of the two 100 ft long walls were 
covered with perforated sheet steel paneling. The 
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Mr. Holthaus, right, and John Casey, Masback Hardware 
Co., discuss arrangement of hand tools section. 


fixtures, floor and walls are color-toned to highlight 
the merchandise. 

The floor is arranged with four wide aisles and three 
rows of gondolas. Each gondola is a separate depart- 
ment. Two gondolas at the front entrance are used 
for seasonal or promotional displays. 

Modern fixtures, along with the new layout, and 
color scheme, made Mr. Holthaus’ store as modern as 
his newer competitive stores. 

The store has a rear entrance. It is flanked by a 
big white goods and television department. 

Mr. Holthaus’ offices are on the second floor, rear 
of the building. 

Mr. Holtl aus also wanted to modernize his methods 
of inventory control. Hence, he installed a new cash 
register and price marking machine. 

The new register, on the check-out counter at the 
front entrance, gives Mr. Holthaus a daily picture of 








Big white goods and TV department flanks rear entrance. 


what each department is doing. It shows where more 
effort is needed to bring a department up to par. 
The register gives a daily total on cash and charges. 
It records accounts receivable and accounts payable. 
The price marking machine, considered by Mr. Holt- 
haus to be invaluable in an operation such as his, 
stamps on a gummed label the purchase date, name 
of the supplier, and the cost of the item. 
This price marking system was a big aid in my 
plan for better inventory control, says Mr. Holthaus. 
Although the modernization of the store is now 
completed, plans call for further improvements. 


A parking lot will be constructed adjacent to the 
store, and a building to serve as a receiving depart- 
ment will be erected in back of the store. Mr. Holt- 
haus points out that a modernization program such 
as his would not be a success without an organized 
and adequate receiving section. 

Mr. Holthaus now feels that he is set up to cope 
with his new market, and still give the kind of service 
older residents want. 

The modernization has already started to pay off. 
Since the store was completed, sales have increased 
about 8 percent. —_——§E'nd 





Try a charity night: everybody can benefit 


Charity and club nights in hardware stores are not 
commonplace, but the idea is catching on in many 
communities across the land. 

Here is how it works. You contact the principle 
charity organizations, or other fund raising personne! 
in your town. You offer them the complete facilities 
of your store for their organization on any evening 
that you’re normally closed. 

That is, the members of the group shop as a body 
on this one night. You supply a few door prizes and 
small giveaways. Maybe you also will offer free coffee 
and donuts. You have the local press invited to gain 
maximum free publicity. 

What does the group get out of this affair? 


Most dealers offer to return them 10 percent of the 
gross receipts of the evening. A night that produces 
$600 in gross sales will return $60 to the treasury of 
the charity group or club. 

It is a simple arrangement for all concerned. The 
club makes money. You make money. No one goes to 
too much effort, and nearly everyone is in need of 
hardware of various kinds. 

Many dealers have found that when they key a club 
night sale to a holiday buying period, $1000 in gross 
receipts is within easy reach. Many dealers have 
found it is wise to hold the sale night on the evening 
of the local payday that predominates in their com- 
munity. 
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MOWER 
SERVICE 


is it worth 
the trouble? 


An unqualified “‘yes” is the answer 
of a dealer who has found a booming 
business in power mower sales 
because of an unusually complete 


service shop and system. 


If you were to peek in the back of Yeilding’s Farm 
Store at 8:30 almost any morning, you’d see skilled 
repairmen working full blast on power mowers. 

Behind the men you could see the backlog of 50 or 
more mowers awaiting repairs. 

In the up front selling area you would see another 
50 or so mowers of every type, awaiting sale. 

You would begin to think that this Birmingham, 
Ala., store is only in the mower business. Actually, 
mowers contribute greatly to the hardware volume of 
this large store. But other staple lines carry their 
share of the load. 

“So what,” you say? “I’m not in that league. I 
don’t service mowers, and I’m lucky to sell 25 of 
them a year.” 

Perhaps the two things have great bearing upon 
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each other. Perhaps the only way to sell mowers in 
quantity is to think about servicing them. 

At the least, no store ever got big in any depart- 
ment without starting small and thinking big. Bigness 
carries with it the responsibilities of services 
in this case mower service and repair. 

Yeilding’s outstanding success with power mowers 
is proof that if a dealer follows through on all of the 
functions inherent in big-ticket sales, he gets more of 
them. Perhaps there should be a label for such dealers, 
as there is for wholesalers; an expression such as 
“full function” dealers. Sears’ “‘We service what we 
sell” slogan has meaning here. 

Yeilding’s sells mowers by the carload. This didn’t 
happen overnight. Nor is it likely to continue if the 
service angle is eliminated. 





wee 


Ms 





Hoardwore store service department that aids the sales of new mowers. 


Yeilding’s carries the home type mower, and the 
heavy-duty type which is sold to factories, estates, 
country clubs and others who have large landscaped 
areas. These machines usually have seats or trailers 
on which the operator rides. They require annual care 
and tune-ups. 

Some of the best customers of Yeilding’s are golf 
clubs. Several are served throughout Alabama and 
west Florida. 

The store’s line of fairway maintenance equipment 
includes mowers, tractors, fertilizer and seed spread- 
ers, power sweepers, leaf carts and specialty items as 
flag poles, hole cutters, ball washers and cupsetters. 
Tie-in business? Plenty of it. 

Yeilding’s services all of the equipment it sells. It 


Lad 


is not unusual to have 50 to 75 mowers on hand for 


repairs at one time. 

Customers are urged to bring in their machines 
in the off season to be rebuilt. Such repairs are 
usually steam cleaned before being overhauled. Thor- 
oughness? Yes, and it pays off. 

The usual repair job on a power mower for the 
home runs from $5.50 to $12.50. On gang unit mowers 
for golf links, the charge for a general overhaul per 
unit usually runs $50 to $125. 

This full-function repair shop is equipped with two 
reel sharpeners and one knife sharpener, also welding 
equipment, a valve grinding machine and a drill press. 
Three large workbenches are kept busy. 

The company provides a pickup and delivery service. 
It has an unloading ramp where heavy mowers, trac- 

(Continued on page 50) 
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ANDERSON HARDWARE 


The remodeled store embodies the best of modern open display concepts and high foot-candlepower lighting. 


It pays to modernize 


e 4 . 
‘We get more sales per square foot with less 


stock, and more turnover too. Customers 


insist on a modern, clean store .. .,” 


Manager Peterson takes a call on one of five newly de- 
signed telephones. A telephone paging system has been 
built into the hookup. 
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a dealer who terms modernizing an 


investment rather than expense. 


Mr. Smith’s newly remodeled store was a beauty. 
He stood in the doorway on re-opening day and sur- 
veyed the many changes. He liked what he saw, but 
he had doubts. 

“We spent $4000. Will we get it back? Couldn’t we 
have gone along a few more years before spending all 
that money?” he asked himself. 

Many dealers have these doubts about the growing 
cost of remodeling. They wonder if it is economical. 
They wonder if the trade cares very much about 
whether the corner hardware store is modern or not. 

An old hardware concern with new headquarters in 
the Havelock section of Lincoln, Neb., provides an in- 
teresting and affirmative answer to the questions. 

William C. Peterson, general manager of Anderson 
Hardware, sized it up this way as he looked across the 
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Sporting goods section is typical of how assorted lines can be openly displayed with adaptable fixtures, good lighting. 


wide aisles running between neat departments of mass 
displayed merchandise: 

“Customers want a clean, modern store in which to 
do their shopping . . . and they will insist on it.” 

For 50 years the store was an institution, scarcely a 
block up the street. The old business was housed in 
two separate stores. One was an appliance and house- 
wares store. The other held the hardware, plumbing 
and sporting goods departments. 

Business grew over the years. Both stores became 
too crowded and cluttered to utilize normal traffic in 
a way that would encourage casual shopping and im- 
pulse buying. 

Management was particularly concerned about 
women shoppers who accounted for approximately 80 
percent of the store’s sales. 


in the old store, women had to pass through the 
hardware section to go anywhere else in the store. 
This became a deterrent to casual shopping. It dis- 
couraged some customers from entering the store in 
the first place. 

In stating the need for a change, Bill Peterson says, 
“There are times when a dealer fails to stand back 
and take an objective look at his business. He is too 
often lulled into a false sense of security by daily 
‘business as usual’ and by all the things that are said 
about customer loyalty and shopping habits. 

“Sometimes we fail to understand that as a trading 
area grows, opportunity also grows. It can be lost if 
we don’t take advantage of it.” 

Management at Anderson Hardware reascned this 

(Continued on page 50) 
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COMPLETE 


Rolling work bench speeds 
inventory taking in the paint 
department. 


How to stock paint shelves 


Are outs a problem in your paint section? 


Here’s how to 


take a good stock count and keep lost sales at a minimum. 


How can you keep your paint shelves stocked, espe- 
cially when the department has a swift turnover and 
sells many kinds of paint specialties? 

Here is one way to do it. Have a rolling stand, 
equipped with materials to take inventory and write 
fill-in orders. 

That’s the way inventory and order writing is done 
by Gene Besel, paint department manager Ladd’s 
Hardware in Pueblo, Colo. The results: fewer mis- 
takes in ordering, full stocks, fewer outs or telling 
customers “but we can order it for you.” 

Mr. Besel’s rolling stand is mounted on four caster 
wheels, and standing just under 4 ft high. The stand 
rolls easily up and down the 50 ft length of Ladd’s 
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Hardware paint department, on a smooth concrete 
floor. 

Two large compartments at the rear of the stand 
provide space for catalogs and reference books. An- 
other smaller compartment at the top has space for a 
loose-leaf binder in which all of the store’s symbols, 
colors, prices and buying policies are outlined. At the 
top, a slanted easel holds a heavy order book. There 
is one for each paint manufacturer involved, sloped 
for easy visibility. 

In practice, the order stand is simply wheeled down 
the aisle, stopping at every paint category for a 
quick visual check of the shelves, the amount of re- 
serve stock on view, the number of cans which should 

(Continued on page 52) 








A real profit idea 


Dear Editor: 

We want to thank you for your 
acknowledgement of our rather 
lengthy letter on wholesalers sell- 
ing to supermarkets. 

We'd like to add a note to this; 
it may be a partial solution to our 
problem. August of this year we 
quit farming out saws to mower 
and saw shops for sharpening. We 
obtained our own equipment and 
have been hitting the contracting 
and “do it yourselfer” with signs, 
advertising, and word of mouth. 
The result has been an increase 
from 1 to 2 saws every other week 
farmed out at about a 30 percent 
profit to a turnover of 25 to 30 saws 
a week at a profit of 90¢ on the 
dollar. The volume increases each 
week. We also do all straight edge 


work on chisels, joiner blades, etc. 

With this in mind, it may be pos- 
sible for the “little hardware man” 
to make money by selling a big 
service that pays first, and selling 
his hardware second, almost as a 
side line (supermarkets do this). 

We hire no extra help for this 
sharpening service and have no in- 
tention of doing so unless we go 
over $100 a week gross on our ser- 
vice, as we feel it would defeat our 
purpose. 

We'd like to keep you posted 
from time to time on our ups and 
downs in this service selling first 
and hardware selling second ven- 


Sincerely, 


(Name witheld) 
Hardware Co. 
Chicago, Illinois 





10¢ stores and paint 


Dear Editor: 

The editorial, “Who’s down- 
grading...” in the Oct. 20 issue 
is especially appropriate for today’s 
problems. As manufacturers of 
quality paint brushes and rollers, 
Rubberset has long been aware of 
the industry’s promotion and sale 
of “downgraded” products. 

A paint brush or roller has no 
dollar standard of quality by which 
the consumer may judge the value 
he receives for the money he 
spends. His judgment of this must 
be by performance alone—after he 
buys. In the industry, it is common 
knowledge that poor quality can 
mean difficult application and 
highly unsatisfactory results—even 
with the best paint materials. 

In fact, it is no idle statement 
that a majority of paint “com- 
plaints” may be due to the tool used 
to apply the paint, rather than the 
material itself. 


And to Mr. Dealer I would echo 
your economic reasoning with these 
truths: Excepting the professional 
painter, people do not shop for 
paint brushes and rollers. Price, 
therefore, is not the all-important 
factor. Within reason, the con- 
sumer will buy what the dealer rec- 
ommends and has for sale. If a low 
price (and its representative qual- 
ity) were the only determinant, the 
10¢ stores would be selling all the 
paint brushes, paint rollers—and 
paint! 

Certainly all manufacturers who 
supply and distribute their prod- 
ucts through the hardware industry 
are highly concerned at the persis- 
tent downgrading by dealers... 
dealers who, to survive, need to 
learn well the simple lesson of eco- 
nomics given in your editorial. 

Yours very truly, 
V. L. Johnson 
Rubberset Co. 
900 Passaic Ave. 
East Newark, N. 


Swedish Imports 
Dear Editor: 

One of our members has in- 
formed me that you have published 
a discussion of imports. (Editor’s 
note: See HA Sept. 8, p. 7). 

To give you the figures of the 
trade between the United States 
and Sweden during recent years, 
please find below the amounts, in 
Swedish Crowns, of Sweden’s ex- 
ports to the United States and vice 
versa: 

SWEDISH EXPORT: 

1957 531 million crowns 
1958 629 million crowns 
1959 906 million crowns 
SWEDISH IMPORT: 

1957 1,609 million crowns 
1958 1,296 million crowns 
1959 1,308 million crowns 

In order to arrive at dollar fig- 
ures, divide the crown figures by 
5.15. 

You will find from these figures 
that although the gap between 
Sweden’s exports to this country 
and her imports from the United 
States has decreased, Sweden still 
imports for 400 million crowns 
more than she exports to the 
United States. 

I trust that these figures will 
prove to be helpful to you in your 
efforts to throw more light on the 
United States’ foreign trade. 

Very truly yours, 


Leif Carling 


The Swedish Chamber of Com- 
merce of the USA 

8 East 69th St. 

New York 21, N. Y. 


Expansion poles 
Dear Editor: 

In reading the Oct. 20 issue of 
HARDWARE AGE, we noticed an ar- 
ticle on page 82 explaining the uses 
of expansion poles to create new 
display areas out of open space. 

We were wondering if you could 
advise as to a source of supply for 
these display aids. 

Yours very truly, 
William G. Levy 
Jacob Levy and Bros. 
Louisville 10, Ky. 





Editor’s note: We’re mailing you 
the names of some sources of these 
versatile poles. 
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Buying Check List 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 35, and mail 


Item |! 
Pet bowls merchandiser 

This merchandiser by Columbus 
displays three sizes of Lustro-Ware 
Pet Feeders. The unit, PSS-510 S, 


stocks 12 standard, 14 large and 
six jumbo size feeders. Total re- 
tail value is $44.50. Display is easy 
to set up and requires two-lineal- 
feet of counter space. Columbus 
Plastic Products, Inc., Dept. HA, 
1625 W. Mound St., Columbus 23, 
Ohio. 


Item 2 
Outlet for blinking lights 

The Eagle Winker, No. 471, is for 
signs or Christmas lights. It pro- 
vides 14 to 16 flashes per minute. 
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The Winker mechanism is com- 
pletely enclosed in eye-catching red 
bakelite, with no washers. Its sleek 
design permits a standard duplex 
receptacle to accommodate two 
Winkers. The outlets are available 
bulk packed, mounted 25 to display 
card; or mounted individually on 


cards for counter or peg display. 
Eagle Electric Mfg. Co., Dept. HA, 
23-10 Bridge Plaza South, Long Is- 
land City 1, N. Y. 


Item 3 

Flexible sealing compound 
Devcon Tub and Tile Sealer is a 

permanently flexible and _ water- 

proof repairing material. Applied 

from tube, it caulks tub and sink 

edges and bonds bathroom tiles. It 


DEYCON 
Tubar Tile 


is pure white and is non-yellowing. 
Repairs plastic and ceramic tiles 
and can also be used around win- 
dows, doorways, screens, boat deck 
seams, etc. Comes in 6-0z blister 
package. Retails for 98¢. Devcon 
Corp., Dept. HA, Danvers, Mass. 


Item 4 
Painter's window opener 


Here’s the latest addition to the 
Red Devil line of painter’s and 
glazier’s tools. The Window Zipper, 
WZ2, consists of a _ palm-fitting 
wood handle and an apple-shaped 
metal blade with serrated edges. 
Works by inserting blade between 
window frame and sash, and work- 
ing tool along both sides with a 





Here is a quick Check 
List of items described 
in the following pages 


rocking motion. Cuts paint or 
other materials binding the sash. 
Mounted on a red and white pre- 
priced card. Red Devil Tools, Dept. 
HA, Union, N. J. 


Item 5 
Pocket knife packaging 

Here are samples of Robeson’s 
new style pocket knife packages 
now available to dealers. The boxes 
are in three colors—flamingo, black 





Quick Index to Buying Check List 





PAGE 


~) Pet bowls merchandiser 32 
| Outlet for blinking lights 32 
|] Flexible sealing compound 32 
[|] Painter's window opener 32 
"| Pocket knife packaging 33 
| All purpose sponge cloth 33 
Folding serving cart 33 
Wrench merchandiser 34 

| All-nylon twine and display 34 
~] Water saving push faucet 34 
| Improved utility pumps 34 
Spray-on gun stock finish 34 
Thumb control spincast reel 34 
[] 12-volt starter-generator 38 
[} Spray-on spot grass killer 38 
Early American latch sets 38 

| Thermometer display rack 38 
Stainless steel band clamp 38 

] Liquid rust penetrant 39 
Multi-purpose power tool 39 

"| Blister-resistant paint 39 
[| Non-glare marine mirrors 39 
] 3-in-| tape level square 39 
| Steel shelving that. locks 39 
"] Newly designed humidifier 40 
Propane torch package .. 40 


Floor display for clocks 
| Non-caustic drain cleaner 
] Steel tube counter stool 
] Clear finish in spray can 
) Rural mailbox attachment 
| Reinforced plastic hose 
] Hammer counter display 
] Plastic electrical tape 
| Fade-resistant dinnerware 
| Holiday lights showcase 
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—] ¥%-in. portable drill 
~] Al:minum measuring rule 
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| Narrow blade garden spade 
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Key duplicating machine 
] Colorful sprayer display 
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| Garden line expanded 
| Gift manicure kit display 
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|] Easy-release locking pliers 
"| Putty knife & Scraper line 
|] See motif door hardware 





and white—and feature Robeson’s 
unconditional guarantee. Robeson 
Cutlery Co., Dept. HA, Perry, N. Y. 


ltem 6 


All purpose sponge cloth 

This all-purpose household 
sponge cloth is reinforced with a 
web of strong fibers to prevent 


ee 
tearing. Its 74% x 10-in. size makes 


it ideal for wiping woodwork, tables 
and.counter tops, as well as dish- 


washing, window cleaning and 


other household cleaning chores. It 
is highly absorbent and lint free, 
and resists damage by cleaning 
compounds, soaps, grease and grit. 
BE’. I. DuPont De Nenours & Co.. 
Dept. HA, Wilmington, Del. 


Item 7 


Folding serving cart 
Marshallan’s No. 929 Fold-A- 

Way Serving Cart has a scalloped 

design and brass legs. Size of the 
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Want more details? Just circle item number on p. 35 


tray is 16% x 22%-in. The cart also 
has 2-in. clear plastic casters. Indi- 
vidually boxed, the carts retail for 
$4.95 each. Marshallan Mfg. Co.., 
Dept. HA, 1971 W. 85th St., Cleve- 
land, Ohio. 


Item 8 
Wrench merchandiser 

Barcalo’s line of Taper Design 
wrenches are displayed on this No. 
TSM Universal Set Merchandiser. 
The unit comes complete with easel 


bracket for stand-up display. Can 
also be hung from the No. LD-60 
open stock display. Merchandiser 
is 24-in. wide by 16-in. high. Bar- 
calo Mfg. Co., Dept. HA, Buffalo, 
Ns H. 


Item 9 
All-nylon twine and display 


This all-nylon net twine is four 
times stronger than cotton net 
twine. It is rot and mildew proof, 
and resistant to oil, grease, acids, 
alkalis and both fresh and salt 


rwisTed 
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water. The twine comes in 4, % 
and 1-lb tubes in polyethylene bags 
showing size, strength and price 
spot. Tubes are packed in colorful 
carton to be used for floor or 
counter display. Colors are white, 
vellow and dark green. King Cot- 
ton Cordage, Dept. HA, 105 Duane 
St., New York 8, N. Y. 


Item 10 
Water-saving push faucet 

This self-closing, water-saving 
basin faucet by Speakman is for 
use in gasoline stations or any pub- 
lic building requiring single-handle 
cold water service. Faucet operates 
simply by depressing a lever-type 
handle with fingertip pressure. A 


predetermined amount of water, 
varying from a dash to 1'%-gal, is 
discharged and then the faucet 
shuts off automatically. Can be in- 
stalled on new or old fixtures. Made 
of chromium plated brass. Speak- 
man Co., Dept. HA, Wilmington, 
Del. 


Item 11 
Improved utility pumps 

Two multi-stage utility pumps 
by Barnes have Sabre-Jet design 
and construction, and are available 
in electric and gasoline powered 
models. Quad volute assure quick 
and positive self-priming. Pumps 
have a compact, heavy-duty close- 
coupled capacitor motor or engine. 
Bronze impellers and check valves 


resist corrosion. Base and check 
valve are standard equipment. On 
models 162UG (shown) and mode! 
162U, the suction is tapped for 1!»- 
in. pipe, discharge is 1 in. Barnes 
Mfg. Co., Dept. HA, Mansfield, 
Ohio. 


Item 12 
Spray-on gun stock finish 
William’s Commercial Stock Fin- 
ish, in spray cans, dries to a hard, 
waterproof finish in minutes. It 
comes in an attractive display kit 
containing l-oz of matching stain, 
34%-0z sanding sealer, and 314-0z 
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high gloss finish, retailing for 
$4.95. The economy size has 8-o0z 
stain, $2.95; 8-oz sealer, $2.95, and 
16-oz finish, $2.95. Williams Gun 
Sight Co., Dept. HA, 7300 Lapeer 
Rd., Davidson, Mich. 


Item 13 
Thumb-control spincast reel 


Wright & McGill’s Model 14 
Stream & Lake Spin Casting reel 
allows delicate thumb control by a 
revolving external drum. Reel can 
be converted from right to left 
hand retrieve without reversing 
line. The spool holds 4 to 20-lb test 

(Continued on page 38) 
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DEVCON MON 


tHe EPOxY "GUPER GLUE” 


the dual-purpose material — 
provides tremendous bonding 
power for any repair — also, ideal 
for all porcelain and appliance 
repairs — hardens to a 

glossy white finish. 


Plastic Steel 


the original epoxy repair 
material with over 
1,000,000 uses for permanent real rubber in semi-paste 
home, farm, auto, boat repairs. form for all kinds of 
Available in box or blister package. flexible repairs. 
Recommended where great 
strength is required. 


& age 
DEVCON § LIQUID fA | DEVCON’ CTI: q 
. og ~ a Ge Ee 
aluminum |/2- ee 
or quick, easy repairs to 


real aluminum in paste form — a Bay furniture, toys or any damaged 
immediate repairs right from the . ) a metal, wood, concrete or glass 
tube. Seals, fills, caulks — = materials. Can be finished to any 

will not rust. metallic coloring. 


Why stock a multitude of different types and 3 
nim = NOW AVAILABLE! 


makes of repair materials when the 5 Devcon xem 
meat Here's the new compact, 


revolving Devcon Repair Center 
offered FREE to you in 

Single source of supply for proven quality aft combination with 24 packages of 
products. Devcon backs your sales efforts “ys famous Devcon repair materials. 
with extensive national advertising and <a : Get in touch with your wholesaler 


publicity — LIFE, READER’S DIGEST, etc. — g° _ o the factory for all the facts on 
: this self-service merchandiser 


that spurs impulse buying. 


Repair Materials will complete every home, 


auto, farm and boat repair job. Here is your 


as well as a wide variety of free sales aids. 


Want more facts? Circle 110, p. 35 


DEVCON CORPORATION 


the factory direct for full details 
on the Devcon profit package... | ? 
every item gives you a full aleliae) ims) ig-1-) Am Olel ah 2-1 a Mes ale? 
40% profit! | 


Contact your wholesaler or write i" 
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BUYING CHECK LIST 


(Continued from page 34) 


monofilament line and locks to elimi- 
nate line twist. Hood, line winder 
and spool are made of stainless 
steel. The Model 14 also has a line 
release lever that is controlled by 
the thumb. List price of the reel is 
$19.95. Wright & McGill, Dept. HA, 
Box 518 NR, Aurora Sta., Denver 
8, Colo. 


litem 14 
12-volt starter-generator 

This 12-volt starter-generator is 
for use with small air-cooled en- 
gines. The unit is a package con- 


sisting of heavy-duty electric start- 
er and generator complete with 
drive pulley, Solenoid switch, auto- 


motive type voltage regulator, 
starter button and belt and belt 
tightener. Can be used with any 
of the Continental horizontal-shaft 
air-cooled models which range from 
two to 4-hp. Air Cooled Industrial 
Engine Div., Continental Motors 
Corp., Dept. HA, 12800 Kercheval 
Ave., Detroit 15, Mich. 
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Item 15 


Spray-can spot grass killer 


Weedone Spot Grass Killer is for 
use on problem grasses such as 
Quack Grass, Muhlenbergia, Tall 
Fescue and Bermuda Grass. Un- 
wanted grass spots are killed with- 


ree ee 


out harming soil. Reseeding can 
be done within three weeks after 
treatment. Weedone comes in a 
spray can, and lists at $1.98. Am- 
chem Products, Inc., Dept. HA, 
Ambler, Pa. 


Item 16 
Early American latch sets 


Here are three forged iron latch 
sets to complement Early American 
decor in the home. Sets may be 
ordered from stock or through a 
special introductory assortment. 
The assortment, No. 890, includes 
eight forged iron passage latch 
sets; eight forged iron privacy or 


bedroom latch sets; or four privacy 
or bathroom latch sets which are 
forged iron with chrome inside 
trim. A lock display (shown) is 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


free with assortment. All sets are 
available with forged iron trim in 
Dull Black, or Olde Copper. Dealer 
cost for No. 890 assortment is $87. 
Retail value is $147. McKinney 
Mfg. Co., 1715 Liverpool St., Pitts- 
burgh 338, Pa. 


Item 17 
Thermometer display rack 


Cooper’s kitchen thermometer as- 
sortment and display rack, No. 
8600 H, includes six each of baking, 
roasting, cooking and refrigerator 
thermometers. The display card is 





: 
; 
: 
: 


made of sturdy, gray lacquered 
cardboard 24 x 13-in. high, deco- 
rated in scarlet. Retail value of the 
merchandise is $36. Cooper Ther- 
mometer Co., Dept. HA, Pequabuck, 
Conn. 


Item 18 
Stainless steel band clamp 
Wittek’s Type 10QL Quick-Latch 
band clamps are made of high ten- 
sile stainless steel with a standard 
A or AN self-locking nut. The 
Quick-Latch clamp is for hose and 
duct connections where easy instal- 
lation and fast removal are impor- 
tant. Patented latch construction 
gives assurance against accidental 
disconnection. Another clamp, Type 
10T T-Bolt Clamp, is the same with- 
out quick latching feature. It is 
recommended for more permanent 





ITEM NUMBER ON FREE POSTCARD, P. 35 


use. Clamp diameters range from 
214 to 10-in. Wittek Mfg. Co., Dept. 
HA, 4305-43 W. 24 Place, Chicago 
23, Ill. 


Item 19 
Liquid rust penetrant 

Here’s a non-oil rust penetrant 
which is odorless, non-toxic, non- 
staining and non-flammable. Du-O] 
can be used on hot or cold surfaces. 
It evaporates quickly and leaves no 
residue. Penetrant will not swell 


natural or synthetic rubber gaskets, 
fan belts or weather stripping. 
Available in a 12-o0z spray can, pint 
and 4%-pint spout can. Chemical 
Div. of Supersite Corp., Dept. HA, 
Derby, Conn. 


Item 20 
Multi-purpose power tool 


Ram Tool’s combination polisher- 
sander-buffer, Model R-900, runs 
at 500 rpm to avoid high speed heat 


and friction on working surfaces. 
Tool is lightweight and has a 110 
volt AC/DC universal air-cooled 
motor with thrust ball bearings for 
smooth rotary action. Comes in in- 
dividual package with 714-in. O.D. 
lambswool bonnet and 24 sanding 


discs. Has mirror finish and heavy- 
duty industrial three conductor 
cord. Retails for $43.95. Ram Tool 
Corp., Dept. HA, 411 N. Claremont 
Ave., Chicago 12, Ill. 


Item 21 
Blister-resistant paint 

Masury’s Exterior Latex House 
Paint is non-chalking and lets blis- 
ter causing moisture escape. Damp- 
ness does not interfere with ap- 
plication, and painting can be re- 
sumed after rain. The paint dries 
to a low sheen in minutes, and 
painting equipment can be washed 
in water. Its non-chalking surface 
won't streak dark areas below. The 
paint is also fume and mildew re- 
sistant. John W. Masury & Sons, 
Inc., Dept. HA, 1700 Bayard St., 
Baltimore 30, Md. 


Item 22 
Non-glare marine mirrors 

Two rear view mirrors for ma- 
rine use are the latest additions 
to the Seiss Pennant line of boat 
accessories. Both mirrors, of non- 
glare glass, are 814 x 4\4-in. with 
full swivel. Each has chrome trim 
and silvertone backing. No. 520, 


bottom, is for deck mounting and 
No. 521, top, for windshield mount- 
ing. Seiss Mfg. Co., 3856 Seiss Ave., 
Toledo 12, Ohio. 


Item 23 
3-in-1 tape level square 

This 3-in-1 tape level square is 
an automatic 8-ft measuring tape 
in a lightweight aluminum case 
that fits easily into pants or rule 
pockets. Tape rewinds with auto- 


matic fingertip control. Case houses 
an 8-in. level and has a lip which 
forms a square or straight edge. 
Sells for $2.98. Justus Roe & 
Sons, Inc., Dept. HA, Roe Court, 
Patchogue, N. Y. 


Item 24 
Steel shelving that locks 

Penco’s 5-T Series of closed steel 
shelving with locking doors are 
handy for safe storage of tools, 
parts or other costly merchandise. 
The cabinets are 36-in. wide and 
89-in. high. The standard unit has 
eight shelves with depth of either 
12, 18 or 24-in. The unit has rein- 
forced heavy gauge steel doors and 
a chrome plated door handle with 
built-in grooved key lock. Its baked 
enamel finish comes in gray or 
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green. Penco Div., Alan Wood Steel 
Co., Dept. HA, 200 Brower Ave., 
Oaks, Pa. 


Item 25 


Newly designed humidifier 


Model 70 Return Air Humidifier 
by Skuttle is to be installed in the 
return duct of a heating system. It 
is a centrifugal atomizing unit and 


discharges a fine vapor into the air. 
Has a daily capacity of 4-gal of 
water. Made of corrosion resistant 
stainless steel and aluminum. 
Shipped with template and instal- 
lation instructions. Skuttle Mfg. 
Co., Dept. HA, Milford, Mich. 


Item 26 
Propane torch package 

Turner’s LP-70 profit pack con- 
of three standard propane 
torches and six large capacity fuel 
tanks in a self-display unit. Dealers 
ordering the unit will get two of 
the fuel tanks included in the dis- 
play free. Turner also has a new 
Giant-sized Propane Fuel Cylinder, 


sists 
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the LP-175. The cylinder holds 
14.1-oz of fuel and will fit all stand- 
ard torches, stoves and lanterns. 
The cylinder is 3 x 10%-in. high 
and comes in units of 6 or 12. 
Turner Corp., Dept. HA, Sycamore, 
Ill. 


Item 27 
Floor display for clocks 

You can exhibit 41 clocks on this 
illuminated Time Center floor dis- 
play by Westclox. The display 


WESTCLOX Time Center 


stands 50-in. high, 16-in. deep, 36- 
in. wide. Heavy steel construction 
in a green baked enamel finish. 
Westclox Div. of General Time 
Corp., Dept. HA, LaSalle Peru, Ill. 


Item 28 

Non-caustic drain cleaner 
Sweet-X, an enzymatic drain 

cleaner was developed to clean and 

clear garbage disposal systems 

where caustic-type drain cleaners 
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cannot be used. The cleaner is non- 
poisonous, non-caustic, and non- 
corrosive. It is recommended as 
an over-all safe and speedy drain 
cleaner for use throughout the 
house and for mobile homes and 
septic tank systems. Rooto Corp., 
Dept. HA, 17319 Wyoming Ave., 
Detroit 21, Mich. 


Item 29 
Steel tube counter stool 


This 24 in. counter stool has 
square tubular steel design and 
features an upholstered leather- 


grain plastic seat. It has a 3-posi- 


tion back, metallic copper finish, 
360 degree swivel action, and self- 
leveling leg glides. The counter 
stool retails for $19.95. Also avail- 
able is a 30 in. bar stool, retailing 
at $22.95. Pennant Div., Novo In- 
dustrial Corp., Dept. HA, Chicago, 
Til. 


Item 30 
Clear finish in spray can 
Varmor, an interior-exterior 
clear finish, can be used on furni- 
ture, boats, floors, and home sid- 
ings. It resists detergents, acids, 
alkalis, alcohol, salt water and 
cleaning fluids. Finish dries tack- 
free in 45 minutes, and may be 
walked on in 4% hrs. Varmor is 
available in a 16 oz aerosol con- 
tainer. Pratt & Lambert, Ine., 
Dept. HA, Tonawanda St., Buffalo, 
Se 


Item 31 
Rural mailbox attachment 


This Mail-Tell mailbox attach- 
ment is made of rustproof alumi- 
num, and can be installed on any 





No. 500 


This colorful, new all-molded seat adds a 


new decorator touch to the bath. The seat k FAT U R EF. TH IS 
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the durable extra-strong plastic. Glossy seat 

surtace is nick-proof, wear-resistant, ~ ia - we Py Tf. ’ 

smooth. Feels like satin, wears like iron. FAS I ™ SELLING SEAT 

Toi YMaaleliel-cemmaliale|-mmer- lalate) @mee)agele(-mmmela-1-L.e 

er eres: Enthusiastic shopper-acceptance, 
vailable in six sparkling decorator colors 

blue; green, pink, yellow, white, and black. nationwide, is setting new sales records 

Colors match exciting new House & Garden 

colors. Entire seat installs with new ease, 

fits all standard fixtures. Strong—durable— 
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moderate in cost—a sure sale to shoppers 
fol am el-t-1Uhavme- lalemmr-1i0l-# 


ADVERTISED in 


LIFE 


THE TWO TOP SEALS FOR ADDED SALES 
Only Town & Country is endorsed by both 
Parents and Good Housekeeping—the two 
most powerful “selling seals" for greater 
"Tolitlanl-me- tale mm elae)ile-pame. Vole Mm Come dalt-Mmal- ME lailel- (on ame) 
advertising in LIFE! It’s no wonder Town & 
Country seats are the best recognized in 
America—the easiest™to sell. 
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Want more facts? Circle 111, p. 35 
HARDWARE AGE, December 1, 1960 © 4] 





BUYING CHECK LIST 


Want more details? Just circle item number on p. 35 


government approved mailbox. The 
indicator is set by folding in and 
closing the box. When the box is 
opened, the mail indicator pops out 
and is easily visible. Retail price 
of the attachment is $1.59. Mail- 
Tell Div., McKee-Moog Spring Co., 
Dept. HA, Memphis, Tenn. 


Item 32 
Reinforced plastic hose 

This nylon’ reinforced plastic 
garden hose will withstand a pres- 
sure of 180-lb per sq in. The hose 
is 1-in. in diameter, and weighs 20- 
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lb per 50-ft length. It is available 
in 25 and 50-ft lengths with coup- 
lings, or in 200-ft lengths un- 
coupled. Supplex Co., Dept. HA, 
225 North Ave., Garwood, N. J. 


Item 33 
Hammer counter display 


This eye-catching counter display 
holds six Shure-Drive shock absorb- 
ing hammers. The hammer has a 
head suspended from its handle by 


42 « HARDWARE AGE, December 1, 1960 


elastic shocks, that eliminate most 
of the force of impact. The ham- 
mers weigh 2-lb each, and retail 
at $9.95. Window streamers, with 
black and white lettering on red 
background, are supplied with the 


display. Winchester-Western Div.., 
Oiin Mathieson Chemical Corp., 
Dept. HA, 460 Park Ave., New York 
S24. 2. 


Item 34 
Plastic electrical tape 

Biltrite’s Polyvinyl plastic tape 
saves time with once-only splicing. 
It grips quickly and permanently 
and conforms to any shape. The 
plastic tape has high tensile 
strength and resists abrasion, 
water, weather, oil, and corrosive 
chemicals. U. L. approved, it comes 
in % in. x 12 ft and % in. x 20 ft 
rolls, wrapped in cellophane; or in 
a %4 in. x 60 ft roll packed in a 
metal can. Tape rolls are packed 
in a counter display box or on dis- 
play card. American Biltrite Rub- 
ber Co., Dept. HA, Box 1071, Bos- 
ton 3, Mass. 


Item 35 
Fade-resistant dinnerware 
Autumn Fantasy in Texas Ware 
is fade-resistant and has a full 2- 
year guarantee against breakage. 
Dinnerware is attractively colored 
in golden yellows, brown tones and 
muted greens. A 20-piece starter 
set, with open stock value of $32, 


retails for $21.95. The 45-piece 
service for eight has an open stock 
value of $77.35, and retails for 
$39.95. Plastics Mfg. Co., Dept. 
HA, 2700 Westmoreland 
Dallas 33, Tex. 


Ave., 


Item 36 
Holiday lights showcase 

Noma’s Colorama Showcase No. 
1474, is a replica of a red brick 
Christmas fireplace. The unit 
features indoor and outdoor light 
sets, Twinkel Lites, Kristal Lite, 
Midget Lite and Glamour Lite sets, 
along with four color specialties. 
Completely wired and pre-priced, 
the unit can be used as a counter 
or window display. Noma Lites, 
Inc., Dept. HA, 55 W. 13th St., 
New York 11, N. Y. 


Item 37 
Fastening kit for craftsmen 


Shure-Set fastening kit for 
craftsmen and contractors has one 
Shure-Set tool, one Shure-Drive 
shock-absorbing hammer, 50 drive 
pins, 50 threaded studs and a de- 
luxe metal carrying case. More than 
100 fastening jobs can be handled 
with the Model R-550 kit. Intro- 
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COMMON NAIL 


Here, magnified for clarity, is a 
cross-section of lumber into which 
an ordinary common nail has been 


— driven. Note the fibers have 


yeen pushed away, leaving only fric- 
tion to hold the nail in place. 





RING-LOK NAIL 


This cross-section shows how the 
fibers have locked themselves into the 
grooves between the rings on the 
Ring-Lok shank, bringing strength to 
bear against any tendency of the nail 
to work up or loosen. 


GRIP-SCREW NAIL 


Here the nail virtually wraps the 
wood fibers around its thread-like 
shank in the downward direction in 
which the nail was driven. Thus any 
tendency of the nail to work upward 
is stoutly resisted by the fibers. 


See how Ring-Lok and Grip-Screw 
tie into the wood 


Ring-Lok and Grip-Screw nails should certainly be included 


in your fastener stocks. The use of these nails is growing 


by leaps and bounds, and contractors, carpenters and build- 
ers are learning that they are actually more practical to use. 
Though costing more per pound initially, fewer are needed 
per square foot of area to be fastened. 

Made from high-quality Bethlehem wire, these wonderful 


new nails drive readily and stay driven for keeps. 


BETHLEHEM STEEL [i 


> \ for Strength 


oe ... Economy 
... Versatility 
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Bethlehem Ring-Lok and Grip-Screw Nails are available 
in the popular styles including drywall, flooring, underlay, 
and pallet. Packed in handy 50-lb cartons for easy stocking 
and distributing around the jobsite. Write your nearest 


Bethlehem office for full details. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Export Distributor: Bethlehem Steel Export Corporation 
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The HOUSE to CALL 


For Quality Power Lawn Mowers! 


OPERATOR: 

Yes, you want 
another freight car of 
impulse rotary mowers 
at once! “ 


Buyer: “Sale is 
running great and 
what quality! —the 
Price is right!4 


OPERATOR : “Thank you 


_ 
ship at once.4 soe 


aa rae 
ae absolufely true 


same for You. 
Phone today! 


Phone or Write now for our 
New Merchandising Plan 
That GUARANTEES Your Profits! 


NEW FEATURE 


Automatic 
Switch Starter 


Rng am 
Sore 


NEW! 
Super De Luxe 
Power Mower 


© Big 25-inch ‘ ai NOW 

my Cut) 

HP sal 

* Big 22-inch Money Right Away! 

(Swath Cut) 
3 HP 


Buyer: “We're soldout! 
— atonce 2 trucks... 
.. beter make that 

rs trucks of im pulse 

rotary mowers! This is 
the hottest mower we 
have ever Sold, plus it S 
tops in quality!” 
oPerator:” Thank you 

we will ship at once.” 


these 10 


Lober-Davis Quality Features 
THEY MAKE SATISFIED CUSTOMERS! eacaen 





} Lifetime Guaranteed... DuPont Prone Deluxe Baked Ste ~ dem remtorcing Cor kos ly adjustable cuttin mee Muffie e 
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— 3 “STRATTON 
INTON 
me. DELUXE 
WAPULSE STARTER 
New Bri eas & tratton or Clin. | Aero-Dynamic suction ade | 
m ton powerfu Same um engines. | provides even cu 
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MODEL DFP— MODEL R-60— 
Gorgeous George Mr. Aristocrat 
Super Deluxe Reel 
22 inch, 2'/. HP 18 inch, 2 HP 
a 25 inch, 3 HP 22 inch, 3 HP 


Start Making Big 

Remember, 
Only Lober Gives You Guaranteed Sales 

ond Guaranteed Customer Satisfaction! Neo 


Other Manufacturer Can Make This Statement! 


Mail Coupon Now 


ae es wae 
Telephone 


AND ASSOCIATES 


Shipping Point: Richmond, tnd. 


cit peel The World's Largest Producers of Power Mowers 
7 CENTRAL PARK WEST, N.Y.C. 23, N.Y. JUdson 6-2117 


Shipments mode within 5 doys 
of receipt of your order. 


' M. LOBER & ASSOCIATES : 

i 7 Central Park West, Dept. H-12-1-60, N. Y. C. 23 : 

: Gentlemen: Please rush me full information, immediately. . 
t _ e 
FF Se ee cen uites : 

t 

a 

¥ 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 35 


ductory price $29.95. Winchester- 
Western Div. of Olin Mathieson 
Chemical Corp., Dept. HA, New 
Haven, Conn. 


Item 38 
¥-in. portable drill 

This Speedway °*%-in. portable 
electric drill is part of the Blue 
Line of portable electric tools by 
Thor. The line consists of a 4-in., 
two %-in., and two %-in. drills, two 
jig saws, three sanders, and a 7-in. 


| 


circular saw. Each tool carton high- 


lights the features of the tools con- 
tained. Individually packed Blue 
Line tools have 6-ft lead cords. 
Speedway Div. of Thor Power Tool 
Co., Dept. HA, 1421 Barnsdale Rd., 
LaGrange Park, Ill. 


Item 39 

Aluminum measuring rule 
Fairgate C-24 aluminum rule is 

an inexpensive measuring rule 

which splits distances in half. The 

C-24 begins in the center of the 





rule and measures outward in two 
directions instead of from left to 
right or right to left. Rule is made 
of hard aluminum. Retails for $2. 
Fairgate Rule Co., Dept. HA, Cold 
Spring, N. Y. 


Item 40 

Flashlight bulb assortment 
Westinghouse’s WF-48 flashlight 

bulb display assortment contains 48 

of the flashlight bulbs most in de- 
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mand. Merchandiser is pre-priced 
marked for each lamp type, and 
copy on box has uses of bulbs out- 
lined. Westinghouse, Dept. HA, 
Bloomfield, N. J. 


Item 41 

Narrow blade garden spade 
The Sharpshooter spade has a 

narrow blade for transplanting, tile 

trenching and general spading 


work. The blade is 6°4 x 12-in. long, 
formed of one-piece 14-gauge steel. 
It also has a 27-in. hardwood han- 
dle with sturdy D-Grip. Gardez, 
Inc., Dept. HA, Michigan City, Ind. 


Item 42 
Garden sprayer nozzle clip 


This nozzle clip, developed for 
the Redimix 2-in-1 garden sprayer, 
allows quick and easy selection of 
three spray patterns and two 
syphoning ratios. It eliminates the 


need for more than one sprayer, 
and solves the problem of lost noz- 
zles. It has swivel hose connection, 
built-in shut off valve and brass 
and nylon working parts. Sprayers 
& Nozzles Inc., Dept. HA, 2575 
28th Avenue North, St. Petersburg, 
Fla. 


Item 43 
Colorful sprayer display 


Four floor and counter displays 
are used to introduce Root-Lowell’s 
new line of sprayers and dusters. 
The displays, which are also ship- 
ping containers for the merchan- 
dise, are colored pink, and are to 
be used individually or combined. 
Root-Lowell Corp., Dept. HA, 445 
N. Lake Shore Dr., Chicago 11, Ili. 


Item 44 

Key duplicating machine 
Independent’s Ultramatic key du- 

plicating machine is completely 

automatic. All the operator has to 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 35 


do is insert the sample and key 
blank into slots. The unit weighs 
22-lb and has a carrying handle for 
on the spot jobs. The Ultramatic 
does not require oil for operation, 
and a gauge mechanism sets guide 
to proper height in seconds. Jnde- 
pendent Lock Co., Dept. HA, Fitch- 
burg, Mass. 


Item 45 
Wide-mouth utility jars 


Anchor Hocking’s Crystal Apoth- 
ecary Jars and Covers feature wide 
mouths for easier access to con- 
tents. Handy for housewives for 


cookies, crackers, spices, sugar and 
flour. Clean appearance and utility 
value make them ideal for retail- 
ers. No. 3284—12-0z jar, retails 
for 25¢ each; No. 3285—24-oz jar, 
29¢ each, and No. 3286—35-oz jar, 
39¢ each. Anchor Hocking Glass 
Corp., Dept. HA, Lancaster, Ohio. 


Item 46 
Garden line expanded 


Nine new products have been add- 
ed to the Du Pont garden chemical 
line for 1961. The additions include 
two special formulation plant foods, 
a handy insect-barrier chemical, a 
special rose-cane sealer, a newly 
developed special oil, two familiar 
garden items, sulfur and rotenone, 
and a rose and ornamental spray. 
A sprayer was also introduced. 
EE. 1. Du Pont de Nemours & Co., 
Dept. HA, Wilmington, Del. 
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Item 47 
Gift manicure kit display 


Wiss’ counter display rack for 
gift manicure and sewing sets will 
stimulate those last-minute sales. 
The rack has a black and gold 


message area and holds six sets. It 
is furnished with orders of four 
manicure sets and two sewing sets. 
J. Wiss & Sons Co., Dept. HA, New- 
ark 7, N. J. 


Item 48 
Yoke-type life save vests 


The Tapatco line of yoke Life 
Save Vests are comfortable and 
easy to wear while boating or 
water skiing. The Sportster, Style 
No. 258, is made of heavy red 
Jeanscloth, with anchor, rope and 
ring pattern. It is also available in 
a candy stripe of red, white and 
blue. The vest is filled with Kapok, 
electronically sealed in viny! plastic. 
American Pad & Textile Co., Dept. 
HA, Greenfield, Ohio. 


Item 49 
Easy-release locking pliers 
Barcalo’s Lock-Jaw plier-wrench 
is easy to manipulate with one 
hand. Useful in homes, farms, or 
shop for turning, gripping or pull- 
ing. The Lock-Jaw is packaged six 
individual boxes to a self-selling, 
illustrated display carton. Each box 
has space for price, and has a 
punched tab for hanging on hooks. 
Window on box lets customer look 
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at merchandise before purchase. 
Barcalo Mfg. Co., Dept. HA, 225 
Louisiana St., Buffalo, N. Y. 


Item 50 
Putty knife & scraper line 
Warner’s line of putty knives and 
scrapers contains 19 different types 
ranging from 114-in. to 6-in. wide 
blades. Features of the line include 
a solid plastic handle, guaranteed 
solvent-proof, and an extra thick 
blade for flexibility. Mirro finished 
blades are plastic coated to help 
prevent rusting. Each tool attrac- 
tively mounted on display card. 
Warner Mfg. Co., Dept. HA, 801 
Sixteenth Ave., SE, Minneapolis 14, 
Minn. 


Item 51 
Sea motif door hardware 

These cast-brass seahorses aud 
sea shells with green patina are 
included in Schlage’s Carmel series 


> 


of custom hardware. Items shown 
(left to right) are a door knocker, 
door levers with shell design rose 
and shell design covered key plate. 
Other small shells are available for 
door and drawer pulls. Schlage 
Lock Co., Dept. HA, 2201 Bayshore 
Blvd., San Francisco 19, Calif. 





on fast moving 
Spring Garden 


bee Sh A “ /, PROFIT 


Accessories 


3ISQUARESPRAYS’ retail dealer's 


The only sprinkler that really waters and sat- value cost 
urates a square area from 2’x 2’ to 35’x 35’. 

GETS THE CORNERS! SAVES WATER! 

NO WET WALKS! Designed for tandem 

hook-up to allow several SQUARESPRAYS 

to be used in series. Built-in cartridge chamber 


allows fertilizing while watering. All metal $8 85 $5 9] 
ee 


construction. List Price: $2.95 each. 


DEALER BUYS 





1 2 BOXES (1 Counter Display) 
WATERFEED”’ 30-10-10 


FOR LAWNS: Concentrated, cartridge-form 

fertilizer, water-soluble. WILL NOT BURN. 

Odorless. Non-toxic, safe for use around chil- 

dren and pets. One cartridge will effectively 

fertilize 50 sq. ft. For use with SQUARE- 

SPRAY® #954 WATERFEEDER® and $ 
other fertilizer applicators. Box 20 cartridges. 

List Price: $1.00. . 





6 each (1 Counter Display) 
WATERFEEDER’ MopEL 954 


Fertilizer applicator for cartridge or tableted 

water-soluble plant foods. Attaches to any type 

watering or sprinkling device, SQUARE- 

SPRAY®, soaker, hose, faucet, etc. Holds as $ 
many as 4 WATERFEED® cartridges at one 

time. List Price: $1.99 each. * 





2 BOXES BULK-PACK 
WATERFEED® 30-10-10 


The economy-pack. Contains 200 fertilizer 

cartridges. Once your customers buy WATER- 

FEED® in regular size pack, they want to 

buy bulk-pack fertilizer cartridges and save. $ 

Takes small space but returns big profit. $Q 90 H 4 
. s 


List Price: $4.95 each. 





AND YOU GET 3 
SQUARESPRAYS 


FREE ‘a85 0.00 
ere 


PLUS: FREE POINT OF PURCHASE $51.54 
MATERIALS, SHELF TALKERS, STATE- a profit 27103 
MENT STUFFERS included in each promo- of 48% 4109 
tion package. $24.51 PROFIT 





ctcammne | ) 
f/f = on fast moving garden products that 
= ii” | 3: \ relate to each other for multiple sales. 

TOETTR DIGG _ ‘ \ Please order by name 

— oe gat Te / “Promotion Pack +156" 


No orders accepted after January 31, 
| | : ( 1961. Delivery anytime. Order as many 
Contributions to finer gardening as you like but order NOW. If your 


. .. 4 jobber is ble t l ‘ 
PROEN PRODUCTS CO., 9th & Grayson Streets, Berkeley, California‘ {2:4 the PROEN PRODUCTS Co. 
Want more facts? Circle 114, p. 35 
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The industry's most attractively packaged product . . . now available in 14 states. 


Want more facts? Circle 115, p. 35 
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Here’s one that really works... 


NEW 
DOW CRAB GRASS KILLER 





. now ready for record-breaking 
spring sales in these fourteen states! 


MICHIGAN 
DELAWARE 
NEW YORK 
RHODE ISLAND 
NEW JERSEY 
INDIANA 


OHIO 
KENTUCKY 
CONNECTICUT 
MARYLAND 
WEST VIRGINIA 
PENNSYLVANIA 
MASSACHUSETTS 
VIRGINIA 


—_— Ss 


- te SE , 
OF 5 


DISTRICT OF COLUMBIA 


Here’s a pre-emergence crab grass killer that’s guaranteed* to work... 
backed by a promotion that’s sure to sell! For the past two years it 
has captured the major portion of all sales in the test market areas! 


Tested, proved, guaranteed! Developed by Dow, 
leading manufacturer of herbicides for the 
farm ... tested and proved by agricultural 
turf specialists ... Dow Crab Grass Killer 
is guaranteed to work. It’s safer to use on 
established lawns and treated turf areas... 
won't harm birds, pets, children! 


Backed by powerful advertising! This year Dow 
will launch one of the biggest sales efforts 
ever put behind a lawn care product of this 
kind! There'll be colorful ads in national 
and regional publications, ads in your local 
newspaper—listing your store name and 
address—and radio spot announcements! 


Free point-of-sale material, too! Participating 
dealers will get eye-catching point-of-sale 
materials—FREE! There are compelling 
floor displays, indoor and outdoor banners, 
all designed to bring in customers and build 


sales. 


And there’s no financial risk to you! Your 
original order of Dow Crab Grass Killer 
will be accepted on a guaranteed return 
basis. This spring, cash in on the biggest 
crab grass killer promotion in the indus- 
try by mailing the coupon below. But hurry, 
dealerships are limited. Do it now! 


*Guaranteed by The Dow Chemical Company to control crab grass for a full season to the extent of the purchase price. 


THE DOW CHEMICAL COMPANY 


Midland, Michigan 


SELL DOW IN ’61... mail this coupon today! 


Gentlemen: 


NAME 

STORE NAME 
STREET 

CITY 


TELEPHONE 


—_EEwTeEPeDes eee ESSE 


The Dow Chemical Company, Agricultural Chemicals Sales Department, Midland, Michigan 


Please send me all the facts. | am interested in becoming a dealer for Dow Crab Grass Killer. 


Want more facts? Circle 115, p. 35 


HARDWARE AGE, December 1, 1960 @ 49 





SEND FOR CATALOG, § 
DISPLAY INFORMATION £ 
AND JOBBER’S NAME 














CITY/STATE 





BIG 
IMPULSE 


Free vise display hangs on peg 
board tool wall or stands on 
counter. Sells Simplex vises on 
sight for high profit. 


Simplex vises really move when 
they're shown on this eye-catch- 
ing merchandiser. Unit given 
free with order of 5 Simplex 
utility vises (V-5 Deal). Sell the 
high profit, fast turnover line. 


The Desmond-Stephan Mig. Co. 
Urbana, Ohio . 
a ENS RN 


Want more facts? Circle 116 p. 35 
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Is mower service worth the trouble? 


tors and other machines may be 
unloaded and then driven off under 
their own power. There is also a 
separate department for repainting 
mowers, tractors and other equip- 
ment. The parts department is so 
complete that it is often called on 
by other dealers. 

A big investment? Surely, but it 
didn’t grow overnight. 

Yeilding’s takes mowers in trade 
and reconditions them for sale. 
This helps keep its trio of service 
men busy. Good business? Yes, 
and profitable of itself. These used 
mowers are advertised for sale with 
as little as $5 down. 

The dealer uses newspaper ad- 
vertising to reach home owners. 
Direct mail is used to contact in- 
stitutions and industrial concerns 
that buy the heavier power mowers. 

Yeilding’s was founded in 1876. 
In the early days it sold wagons, 
harness and horse drawn imple- 
ments. This has given away to 


(Continued from page 27) 


power equipment, and today the 
farm customer is not as important 
as the home owner and the insti- 
tutional and industrial buyer. 

This dealer has learned the value 
of being a full-function power mow- 
er sales organization. It has 
learned that a mower sold without 
thought of future care and repair 
is only half sold. 

Yeilding’s has learned that ser- 
vice breeds repeat business, while 
being profitable of itself. Also 
learned is the fact that trade-ins 
and terms are important. 

If discounters have stolen your 
mower trade, hit ’em where it hurts, 
Yeilding’s management feels. Stop 
selling crates. Sell mowers that are 
tuned and ready to roll. 

Sell follow-up service. Sell a full- 
function plan and you'll regain 
those most important mower cus- 
tomers—the ones who bought a 
crated mower for $49.95, but will 
never do it again. —End 


It pays to modernize as an investment 


way: The Havelock section of 
Lincoln was ripe for a modern, full 
service hardware and appliance 
store. Its large numbers of long- 
time residents and retired trade 
preferred to shop locally. 

Havelock was also rapidly be- 
coming one of the most highly in- 
dustrialized areas around Lincoln. 
Besides its local payrolls, the 
section is ideally situated. Custom- 
ers from most sections of the Lin- 
coln trading area can reach the 
store in 10 to 15 minutes by car. 

With the need for a modern 
hardware store well established in 
their minds, Messrs. V. E. Ander- 
son (owner, and former governor 
of Nebraska) and Peterson called 
in their architect to lay plans for a 
modern, one-story structure which 
would house all departments from 
the two old stores under one roof. 

A corner site on the next block 
was purchased and ground was 
broken without delay. The struc- 
ture was built of concrete block 
with an attractive brick facing. 


(Continued from page 29) 


There are full display windows in 
front, protected overhead by an 
aluminum marquee with built-in 
identification in huge illuminated 
letters. 

The new store is fully air-condi- 
tioned. It has a 100-car parking 
lot at the rear of the building. An 
inside ramp at the side of the 
structure permits trucks to back 
into the building for unloading. A 
freight elevator was built into the 
unloading area for fast handling of 
merchandise in the basement stor- 
age area. 

Streater Store Fixtures, Inc., 
manufactured and _ installed fix- 
tures for the 8000 sq ft of display 
area. 

The accoustical tile ceiling is 
spanned with four double rows of 
8 ft fluorescent lighting units. 
Cornice lights built into the wall 
display fixtures are designed to 
highlight merchandise for more im- 
pulse sales appeal. 

Five soft shades of pastel colors 
are used in the display fixtures on 





both the floor and against the wall. 
Color serves a practical purpose in 
the new Anderson store. It keys 
together the merchandise which 
has been carefully grouped into 
departments. 

The result is a colorful hard- 
ware department store, planned for 
mass display of merchandise. Full- 
est use is made of the concept of 
related grouping of products. All 
this is designed to create a logical 
flow of traffic most conducive to 
casual shopping and impulse buy- 
ing. A single cash center handles 
customers from all sections of the 
store. 

In the time the new store has 
been in operation, management has 
seen several clear cut advantages 
in store modernization: 

(1) Sales volume has increased 
25 percent without increasing per- 
sonnel. 

(2) The new store has reached 
five stock turns per year. 

(3) The inventory control, pos- 
sible with departmentalized open 
display, has caused an actual de- 
crease in inventory per square 
foot. 

(4) Conserving of shelf space 
with new fixtures has also allowed 
some product lines to be broadened. 

(5) Other’ profitable product 
lines have been added. 

“In all,” Mr. Peterson says, “our 
remodeling has been a profitable in- 
vestment. It is paying off hand- 
somely. Of course, good manage- 
ment has to follow remodeling to 
maintain a beautiful store.” 

Orderly merchandise is consid- 
ered a key to success. All merchan- 
dise must be clean, and neatly dis- 
played. The employees on the sell- 
ing floor are trained to be on guard 
against “junking” up the store. 

Bill Peterson believes, for ex- 
ample, that if the ledge above the 
wall display units is to be used, it 
must be for the attractive display 
of merchandise, not merely for stor- 
ing reserve stock. 

A philosophy of buying has also 
been formed at Anderson Hard- 
ware over the years. As a rule the 
special-promotion type of buying 
has no place here. 

The only exception is a once a 
year buying of water heaters in 
carload lots which the store has 
been able to move profitably 
through a consistent advertising 
program. ——E'nd 





























Why do so many building supply and hardware dealers tag Griffin as 
*“A Good Line To Handle?” 


Because—Griffin makes a product builders and architects respect; 
Griffin offers a complete line of hinges, straps and tee-hinges, screen, 
builder and industrial hardware; Griffin prices its product 
to offer the distributor a good profit; Griffin service is ex- 
ceptionally quick and dependable. Griffin Manufacturing 


Company, Erie, Pennsylvania. GRIFFIN HINGES 
Want more facts? Circle 117, p. 
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AMERICAN MADE 
TO 
AMERICAN 
STANDARDS! 


JEFFERSON 


Stocks the World’s 
Largest Supply of 


SOCKET SCREW 
PRODUCTS 








Immediate Shipment! 
DISTRIBUTOR'S DISCOUNT 
Without Minimum 
Stock Requirement! 





SOCKET HEAD 
CAP SCREWS 
{ALLOY AND 

STAINLESS STEEL) 





SOCKET SET SCREWS 
(ALLOY AND 
STAINLESS STEEL) 


we sme 


SHOULDER SCREWS 


HEXAGON KEYS 
AND KITS 














SOCKET 
PIPE 


FLAT HEAD PLUGS 


SOCKET CAP SCREWS 








BUTTON HEAD 
SOCKET CAP 
SCREWS 





DVD 





Write for 
64-page Catalog today. 
Try us on your next rush order! 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 12, N.Y. 
SPring 7-8400 
Want more facts? Circle 118, p. 35 
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How to stock paint shelves 
(Continued from page 30) 


make up the minimum stock, etc. 

As low stocks are found, it is 
easy to flip through the order 
book’s pages, to the proper item 
listed, and write the stock-fill order 
with all appropriate information 
at fingertips. 

Actual inventory is taken at 
least once a week. This compen- 
sates for sudden rush business con- 
ditions which sometimes are likely 
to find one section of the paint 
department very low or sold out. 

With a minimum stock figure set 
up for every type of paint, it isn’t 
likely that many customers will be 
disappointed. 


By ordering from distributors 
who are located close enough for 
next-day delivery, every shelf is 
kept at full selling strength at all 
times. 

Because of the variety of brands, 
and the many unusual-purpose 
paints which are included, Ladd’s 
Hardware has found that this roll- 
ing reference library does away 
with mistakes. It has helped create 
a smoothly-functioning paint de- 
partment which needs no “we can 
pick it up for you” excuses to 
customers. 

—End 


I’m glad Dad changed to hardware 


(Continued from page 21) 


man also feels the effects of reces- 
sions, [ think, but he doesn’t 
experience anywhere near the per- 
centage decline in sales that other 
businessmen have to live through. 

Everybody becomes a “do _ it 
yourselfer.”” Instead of buying new 
articles they fix old ones, and where 
do the get the necessary tools and 
materials to do this job? Why, at 
their local hardware store of course. 

Many workers, finding them- 
selves temporarily unemployed, will 
start to fix some of the things 
around the house that have been 
neglected due to lack of time. This 
was proven at Pittsburgh in the 
1959 steel strike. 

Being a member of so stable an 
industry is reassuring to a hard- 
wareman, and his son. 

When the stocking of Dad’s store 
was in process, articles were arriv- 
ing that he never knew existed. 
Each day he learned something 
new: New products on the market, 
new ways to merchandise and sell 
items, or even how to approach a 
customer by saying “How may I 
help you?” instead of “May I help 
you ?”’ 

Through hardware shows, busi- 
ness magazines and salesmen, Dad 
constantly will be broadening his 
knowledge, and at the same time 
reaping the financial fruit that it 
bears. 


Finally, I’m glad that my father 
went into the hardware business 
because it is one that has a constant 
and steadily expanding market. 

Many businesses sell products 
that have a low saturation point 
with the public. In order to over- 
come this, they either have to make 
sure that the product’s life is not 
particularly a long one, or they will 
have to induce the public to buy 
two or more of the article. “Two 
cars in every garage” is a saying 
on the wall of many new car show- 
rooms. , 

The public will always have a 
need for nails, light bulbs, bolts 
and nuts, hammers, screwdrivers, 
etc. The saturation point will never 
be reached on these articles. These 
stable items, coupled with the vast 
amount of new articles being placed 
on the market, provide a basis for 
greatly increased sales in the 
future. 

Being a hardwareman, my father 
can go to bed at night satisfied that 
he is a member of a stable industry, 
a respected man in his community, 
and in a business with character. 
He won’t have to worry much about 
risk, and he can anticipate a reason- 
able return on his investment. 

Obviously, I couldn’t be more 
pleased. I’m sure this feeling will 
grow as my experience in hardwar2 
grows.—End., 





gives you the 


DEIN. 
TOUCH 


Order Early... 
SAVE 5%! 


“The Early Order Gets 
the Gold!” Order your 
Spring requirements now 
and save 5%. You'll make 
added profits on the 
already profitable Gardex 
line. Your garden depari- 
ment will sparkle with new 
tools, new displays. And 
you'll bask in your cus- 
tomers’ delight with the 
new GOLD DIGGERS, an 

7 exciting new line of short 
handle tools inagleaming, 
chrome-like golden color. 
Go Gardex...get the 
Golden Touch! 


Remember—"All America 
Reaches for the Best—Gardex!"’ 
WRITE FOR 


ALL-NEW GARDEX INC. 


i 1961 GARDEX 

Bay. ) CATALOG 

= 501 NORTH CARROLL ST., MICHIGAN CITY 12, IND. 
Want more facts? Circle 119, p. 35 


NOW! stanie gun 
for only 4.95 


With Exclusive Push-button Loading 
and Built-In Staple Extractor. p> 

















Here’s the fastest selling staple gun on the 

market today. Designed especially for home 

use. Staple sizes 44°’, %,’’. Nationally advertised. 
Immediate shipments—no wait, no delays. Order today. 


Swinglne: INC. Long Island City 1, New York 


Want more facts? Circle 120, p. 35 








STATE 


SETTER HOUSEHOLD 
HARDWARE SINCE 1872 


—E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 
Want more facts? Circle 121, p. 35 


to appeal 


Priced 
to sell 





Model C24CH 


Cater to the “cook-out craze” with the Barbecue 
Braziers that catch the eye . . . capture the sale. 
Attractive Coppertone finish on wide range of 
models from 14” to 24” bowl diameters. All have 
crank-adjustable grills. Some have smoker ovens, 


Full Margins! 
Competitively Priced! 


C24AHS | 


6066 Merchandise samples available to jobbers, 
wholesalers, and distributors on request. 


Write 
lage ATLAS TOOL & MANUFACTURING CO. 
| 5147 Natural a asia ig: St. Lovis 15, Mo. 


Manufacturers of a complete line of Barbecue Braziers, Power 
Mowers, Tillers, Edger/Trimmer, and Portable and Window Fans. 


Want more facts? Circle 122, p. 35 
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Convention Calendar 





conventions 


shows 


conferences 





Convention Check List 





January 
8-10 Hibbard, Spencer, Bartlett & 

Co. Annual Convention of True 
Value, Auburn, Associated & 
Buh! Sons Dealers, Evanston, III. 
Weed & Co., Dealer Show. 
Buffalo, N. Y. 
Whitlock Corp., Semi-Annual 
Convention of their Pro Fran- 
chised Dealers, Yonkers, N. Y. 
Ace Hardware Corp., Annual! 
Convention & Exhibit, Chicago. 
Pennsylvania & Atlantic Seoa- 
board Hardware Assn., Phila- 
delphia. 
Minnesota Retail 
Assn., Minneapolis. 
National 
Chicago. 
Albany Hardware & Iron Co., 
Dealer Show. Albany, N. Y. 
Intermountain Assn., of Hard- 
ware & Implement Dealers, Salt 
Lake City, Utah. 
Pacific Northwest Hardware & 
Implement Assn., Spokane 
Wash. 
Texas Hardware & Implement 
Assn., Houston, Texas. 
United Hardware Distributing 
Co., Annual Stockholders’ Meet- 
ing & Merchandising Show, Min- 
neapolis. 

South Dakota Retail Hardware 

Assn., Sioux Fa > oo 


Hardware 


Exhibit 


Housewares 


Van Camp Hardwa & Iron 
Co., Spring & Summer Mer- 
chandise Show, 
Ind. 
24-26 Mountain Stotes, Hardware & 
Implement Assn., Denver, Colo. 
27-29 Oklahoma Hardware & Imople- 


wi 


—_— : 
iINdIoOnNapoils 








For complete details about the conventions listed by dates below use 
the alphabetical listing following -this quick check list. 


ment A\ssn., 
Okla. 

27-30 Illinois Retail Hardware Assn.. 
Honolulu, Hawaii. 

29 S. Federbush Co., Spring Show- 
case, Lodi, N. J. 

29-30 Frankfurth Hardware Co., Mer- 
chandise Clinic & Show, Mil- 
waukee, Wis. 

29-30 Louisiana - Mississippi Retai| 
Hardware Assn., Jackson, Miss. 

29-31 Indiana Retail Hardware Assn. 
Indianapolis. 

29-31 North Coast Retail Hardware 
Assn., Inc., Seattle Wash. 

29-31 Wisco Hardware Co., Merchan- 
dising School & Sales Show, 
Madison, Wis. 

30-31 American Hardware Supply 
Co., Merchandise Fair, Pitts- 
burgh. 


Oklahoma City, 


February 


5-6 Nebraska Retai| 
Assn., Lincoln, Nebr. 

5-6 Tennessee’ Retail 
Assn., Nashville, Tenn. 

5-7 Virginia Retail Hardware Assn.., 
Roanoke, Va. 

5-8 Ohio Hardware Assn.. Cleve- 
land, Ohio. 

6-7 Wisconsin Retai! Hardware 
Assn., Milwaukee, Wis. 

7-9 C. Y. Schelly & Bros., Inc., An- 
nual Spring Show, Fairgrounds, 
Allentown, Pa. 
Connecticut Hardware 
Hartford, Conn. 
Arkansas Retail Hardware 
Assn., Little Rock, Ark. 
Tri-State Hardware & Imple- 
ment Assn., Amarillo, Texas. 


Hardware 


Hardware 


Assn., 


Western States Hardware- 
Houseware Show, San Fran- 
cisco. 

Kentucky Retai| 
Assn., Louisville, Ky. 
Michigan _ Retail 
Assn., Detroit. 
lowa Retail WHardwore Aissn., 
Des Moines, lowa. 

Our Own Hardware Co., Spring 
Convention, Minneapolis. 
Piedmont Hardware Co., Gen- 
eral Trade Show, Danville, Va. 
Oklahoma Hardware Co., An- 
nual Spring Market, Oklahoma 
City, Ckla. 

West Coast Hardware & 
Housewares Show, Los Anaeles. 
New England Hardware Deal 
ers Assn., Boston. 

Western Retail Implement & 
Hardwore Assn., Kansas City, 
Mo. 

Albany Hardware Co., Annual 
Hardware Show, Albany, Ga. 
Hardware Assn. of the Caro- 
linas, Charlotte, N. C. 

West Virginia Hardware Assn., 
Huntington, W. Va. 

Janney Semple Hill & Co., 
Spring & Summer Merchandise 
Show & Dealers Conterence 
Hopkins, Minn. 

New York State Retail Hard 
ware Assn., Syracuse, N. Y. 


Hordwore 


Hardware 


Centrai Jersey Wholesalers 
nc., Dealer Show, Asbury Park 
N. J. 

Alabama Retail Hardware 
Assn., Birmingham, Ala. 








National Events 


National Housewares Exhibit, Jan. 
16-20, Exposition Hall, Chicago. 
Sponsored by National Housewares 
Mfrs. Assn., 1130 Merchandise 
Mart, Chicago, 54; Dolph Zapfel, 
secretary. 


Regional Events 


Ace Hardware Corp., Chicago, An- 
nual Convention and Exhibit. Jan. 
15-17, at Conrad Hilton Hotel, Chi- 
cago. 


Albany Hardware Co., Albany, Ga., 
Annual Hardware Show, Feb. 21-23, 
at National Guard Armory, Albany, 
Ga. 


Albany Hardware & Iron Co., Dealer 
Show, Jan. 22-24, at company of- 
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fices, Broadway at Arch St., Al- 
bany, N. Y. 


American Hardware Supply Co., Mer- 
chandise Fair, Jan. 30-31, at com- 
pany offices, 14 Terminal Way, 
Pittsburgh, Pa. 


Central Jersey Wholesalers, Inc., 
Dealer Show, March 5, at Hotel 
Berkeley-Carteret, Asbury Park, 
N. J. 


S. Federbush Co., Totowa Boro, N. J. 
Spring Showcase, Jan. 29, at Lodi 
Armory, Lodi, N. J. 


Frankfurth Hardware Co., Merchan- 
dise Clinic & Show, Jan. 29-30, at 
Milwaukee Auditorium, Milwaukee, 
Wis. 


Hardware Assn. of the Carolinas 


Hardware & Housewares Show & 
Convention, Feb. 21-23. Hotel head- 
quarters at Charlotte Hotel, sessions 
and exhibits at Radio Center Audi- 
torium, Charlotte. Martin F. Kaelke, 
Box 6215, Charlotte 7. 


Hibbard, Spencer, Bartlett & Co., An- 
nual Convention of True Value, 
Auburn, Associated and Buhl Sons 
Dealers, Jan. 8-10, at 2201 Howard 
Ave., Evanston, Ill. 


Intermountain Assn. of Hardware & 
Implement Dealers Convention, Jan. 
22-24, Hotel headquarters and ses- 
sions at Hotel Utah, Salt Lake City. 
Leon L. Weeks, 308 Bank of Idaho 
Bldg., Boise, Idaho. 


Janney Semple Hill & Co., Hopkins, 
Minn. Spring & Summer Merchan- 
dise Show & Dealer Conference, 








Convention Cxtenier | Shopper-Stoppers 
s 
To Up Your Profits 
Feb. 27, to Mar. 1, at Leamington 
Hotel, Minneapolis, Minn. 


Mountain States Hardware & Imple- ... Anchor Brand Safety Hardware 


ment Assn. Convention, Jan. 24-26. 
Hotel headquarters and sessions at 
Cosmopolitan Hotel, Denver, Colo. 
Francis W. Reich, Box 73, Boulder, 
Colo. 


New England Hardware Dealers’ 
Assn. Convention, Feb. 19-21. Hotel 
headquarters and sessions at Stat- 
ler-Hilton Hotel, exhibit at First 
Corps of Cadets Armory, Boston. 
Chester C. Putney, 665 Boylston 
St., Boston 16. 


North Coast Retail Hardware Assn. 
Convention, Jan. 29-31. Hotel head- 
quarters and exhibit at Olympic 
Hotel, Seattle, Wash. Martin W. 
Danko, Route 12, Box 109, Fife 
Square, Tacoma, Wash. 


Oklahoma Hardware Co., Annual 
Spring Market, Feb. 19-20, at Huck- 
ins Hotel, Oklahoma City, Okla. 


Our Own Hardware Co., Spring Con- 
vention, Feb 12-15, at company 
offices, 618 N. Third St., Minne- 
apolis, Minn. 


Pacific Northwest Hardware & Imple- 
ment Assn. Convention, Jan. 22-24. 
Hotel headquarters and sessions at 
Davenport Hotel, Spokane, Wash. 
J. Malcolm Smith, 303 Empire State 
Bldg., Spokane, Wash. 

Pennsylvania & Atlantic Seaboard i ; 

Hardware Assn. Convention, Jan. Try a colorful display box full of “the 
2m exhils of Sines Waited latch that locks itself’ on a counter and No. 5319 Cattle 


Philadelphia. J. Wayne Tisdale, | watch it sell itself out. This gravity- gual ge 


; Hook, cast mal- 
8290 W: St.. Harrisburg, Pa. - 
3820 Walnut St., Harrisburg, Pa operated latch appeals for farm, home, aan. om, S 


Piedmont Hardware Co., Annual Gen- ranch with its promise of security, easy 


eral Trade Show, Feb. 15-16, at 

company display room, 554 Crag- 
head St., Danville, Va. Enjoy increased sales, too, by stock- 
C. Y. Schelly & Bros., Inc., Allentown. ing Anchor Brand’s rugged cattle lead- 
Annual Spring Show, Feb. 7-9, at ers, calf weaners and bull staff snaps. 

Agricultural Exposition Hall, Fair- Thev hav ‘ ‘ 
ey have the quality construction that ee ps 
. e 


grounds, Allentown, Pa. : 

| 1s wanted by handlers of livestock. oader, Cast met- 
Tri-State Hardware & Implement leable iron, 

Assn. Convention, Feb. 12-13. Hotel Check with your jobber for a complete ibe 

headquarters, sessions and exhibit stock of Anchor Brand hardware that 

at Herring Hotel, Amarillo, Texas. : , 

R. B. Allen, 1409 Fourth Ave., Can- catches a customer s eye — to your profit. 


yon, Texas. 


operation. 


United Hardware Distributing Co., 


Minneapolis, Annual Stockholders’ 

Meeting and Merchandise Show, Calf Weaners 

Jan. 23-25, at Minneapolis Audi- | NORTH <\ JUDD i tin Oo 

torium. | for calf for yearling f ’ 
Manufacturing Company tia stins 

Van Camp Hardware & Iron Co., 


Indianapolis, Spring & Summer New Britain Connecticut 
Merchandise Show, Jan. 24-25, at 
Exhibit Hall Indiana Theatre Bldg., New York * Boston * Philadelphia * Atlanta * Jackson (Miss.) No. 5334 Bull Staff Snap, 


Indianapolis, Ind. West Palm Beach (Fia.) © Rochester (N. Y.) © Pittsburgh cast malleable iron, 634” long, 


Detroit * Chicago * Minneapolis * St. Lovis * Dallas includes 3 feet of chain, 3 screw 
a as e 
Weed & Co., Buffalo, N. Y., Dealer | kos Angeles * San Francisco * Seattle * Montreal * London chain’ (Poets fa T included} 
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MORE SATISFIED | 
HOME BUYERS 


ap Se 
FERS A 


Ve 


Prevents wood checking, 
cracking—inside and out 


Ends warping, swelling and 
shrinking of doors, windows 


Eliminates tile “pop outs” — 
protects grout from 
cracking 


Prevents efflorescence of 
plaster, stucco, brick 


Moisture proofs concrete 
floors prior to laying 
asphalt or vinyl tile 


Deep penetrating, colorless Thomp- 
son’s Water Seal locks out moisture 
from any porous material for 5 years 
and longer. Easy to apply by brush, 


spray, roller. 


Recommended by 


Leading Contractors 
Sold by paint, hardware 
and building supply stores. 


J 
MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 


E. A. Thompson Co., Inc., Merchandise Mart, 
San Francisco 3, California 


San Francisco ¢ Los Angeles * San Diego ° 
Portland * Chicago * Seattle © Denver ¢ Dallas 
Houston ¢ St. Louis ¢ St. Paul ¢ Detroit « 
Philadelphia « New York City * Memphis « 
Cleveland ¢ Factory: King City, California 


Want more facts? Circle 124, p. 35 
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Show, Jan. 8-11, at Statler-Hilton 
Hotel, Buffalo, N. Y. 


West Coast Hardware & Housewares 
Show of the Pacific Southwest Hard- 
ware Assn., Feb. 19-21, at Great 
Western Exhibit Center, Los An- 
geles. Otto H. Grigg, 1519 S. Gar- 
field St., Los Angeles. 


Western States Hardware - House- 

. wares Show, sponsored by Califor- 
nia Retail Hardware Assn. Feb. 12- 
14, Hotel headquarters and sessions 
at Jack Tar Hotel. Exhibit at 
Brooks Hall Civic Center, San 
Francisco. Krueger B. Jacobsen, 122 
Ninth St., San Francisco 3. 


Western Retail Implement & Hard- 
ware Assn., Feb. 20-22. Hotel head- 
quarters at President Hotel. Ses- 
sions and exhibit at Municipal Au- 
ditorium, Kansas City. J. Keith 
Melvin, 638 W. 39th St., Kansas 
City, Mo. 


Whitlock Corp., Semi-Annual Conven- 
tion of their Pro Franchised Deal- 
ers, Jan. 11, at company offices, 70 
McLean Ave., Yonkers, N. Y. 


Wisco Hardware Co., Merchandising 
School & Sales Show, Jan. 29-31, 
at company warehouse, 15 S. Brear- 
ly St., Madison, Wis. 


State Events 


Alabama Retail Hardware Assn. Com- 
vention, Mar. 7-9. Hotel headquar- 
ters at Tutwiler Hotel. Sessions 
and exhibit at Municipal Audi- 
torium, Birmingham. A. B. Hill, 
2201 Highland Ave., Birmingham. 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 12-13. Hotel head- 
quarters at Marion Hotel. Sessions 
and exhibit at Robinson Auditorium, 
Little Rock. Tom R. Pickney, 1014% 
Main, Little Rock. 


Connecticut Hardware Assn. Conven- 
tion, Feb. 8. Hotel, headquarters 
and sessions at Bond Hotel, Hart- 
ford, Conn. Russell Carlson, New 
Milford. 


Illinois Retail Hardware Assn. Con- 
vention, Jan. 27-30. Hotel head- 
quarters and sessions at Hawaiian 
Village Hotel, Honolulu, Hawaii. 
William F. Ewert, 1451 Merchan- 
dise Mart Plaza, Chicago 54. 


Indiana Retail Hardware Assn. Con- 

. vention, Jan. 29-31. Hotel head- 
quarters at Sheraton-Lincoln Hotel. 
Sessions and exhibit at Murat Tem- 
ple, Indianapolis. W. J. Sheely, 4120 
N. Keystone, Indianapolis. 


Iowa Retail Hardware Assn. Conven- 
tion, Feb. 12-15. Hotel headquarters 


(Continued ) 


at Hotel Savery. Exhibit at Vet- 
erans Memorial Auditorium, Des 
Moines. Philip R. Jacobson, 520 W. 
35th St., Des Moines 12. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 12-14. Hotel head- 
quarters, sessions and exhibit at 
Kentucky Hotel, Louisville. Edward 
Keiley, 501 Republic Bldg., Louis- 
ville 2. 


Louisiana - Mississippi Retail Hard- 
ware Assn. Convention, Jan. 29-30. 
Hotel headquarters, sessions and 
exhibit at Heidelberg Hotel, Jack- 
son, Miss. David O. Mansfield, Box 
1696, Jackson. 


Michigan Retail Hardware Assn. Con- 
vention, Feb. 12-14. Hotel head- 
quarters at Pick-Fort Shelby Hotel. 
Sessions at Pick-Fort Shelby Hotel 
and Cobo Hall. Exhibit at Cobo 
Hall, Detroit. Harold W. Schu- 
macher, 1916 Michigan National 
Tower, Lansing 8. 


Minnesota Retail Hardware Assn. 
Convention, Jan. 16-18. Hotel head- 
quarters, sessions and exhibit at 
Leamington Hotel, Minneapolis. 
C. J. Christopher, 3033 Excelsior 
Blvd., Minneapolis 16. 


Nebraska Retail Hardware Assn. Con- 
vention, Feb. 5-6. Hotel headquar- 
ters and sessions at Hotel Corn- 
husker. Exhibit at Pershing Munic- 
ipal Auditorium, Lincoln. Frank 
Capalino, 303 Insurance Bldg., Lin- 
coln 8. 


New York State Retail Hardware 
Assn. Convention, Feb. 27-Mar. 1. 
Hotel headquarters and sessions at 
Syracuse Hotel. Exhibits at Onon- 
daga County War Memorial, Syra- 
cuse. Nicholas H. Kiley, Hills Bldg., 
Syracuse 2. 


Ohio Hardware Assn. Convention, 
Feb. 5-8. Hotel headquarters and 
sessions at Sheraton Cleveland 
Hotel. Exhibit at Cleveland Public 
Auditorium, Cleveland. John B. 
Conklin, 1540 W. Fifth Ave., Co- 
lumbus 12. 


Oklahoma Hardware & Implement 
Assn. Convention, Jan. 27-29. Hotel 
headquarters and sessions at Skir- 
vin Hotel. Exhibit at State Fair- 
grounds, Oklahoma City. 


South Dakota Retail Hardware Assn. 
Convention, Jan. 23-25. Hotel head- 
quarters and sessions at Sheraton 
Carpenter Hotel. Exhibit at Coli- 
seum, Sioux Falls. Harris T. Ben- 
son, 2108 S. Western Ave., Sioux 
Falls. 


Tennessee Retail Hardware Assn. 
Convention, Feb. 5-6. Hotel head- 
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quarters at Andrew Jackson Hotel. 
Sessions and exhibit at State Fair- 
ground Coliseum. R. J. Parish, Box 
784, Nashville. 


Texas Hardware & Implement Assn. 
Convention, Jan. 22-24, Hotel head- 
quarters, sessions and exhibit at 
Shamrock Hilton Hotel, Houston. 
R. M. Souder, 1108 Gibraltar Life 
Bidg., Dallas 1. 


Virginia Retail Hardware Assn. Con- 
vention, Feb, 5-7. Hotel headquar- 
ters, sessions and exhibit at Hotel 


Roanoke, Roanoke. G. T. Omohun- 
dro, Jr., Scottsville. 


West Virginia Hardware Assn. Con- 
vention, Feb. 26-28. Hotel head- 
quarters, sessions and exhibit at 
Hotei Frederick, Huntington. Leon- 
ard Holdren, Box 1005, Parkers- 
burg. 


Wisconsin Retail Hardware Assn. 
Convention, Feb. 6-7. Hotel head- 
quarters and sessions at Plankinton 
Hotel, Milwaukee. L. C. Wood, 200 
Strongs Ave., Stevens Point. 


Space problems? A dealer 
solves his, uses sky hooks 


Dealers with limited floor space 
must use ingenious devices to find 
new display and storage areas. 
Owner I. C. Stewart, Stewart’s 
Home Town Hardware, Spokane, 
Wash., has found temporary relief 
from this problem in the 
“sky hooks.” 

Chain supports 
mounts connect to hooks holding 
wooden platforms, well above the 
head level of tall customers. Light- 
weight, fast turnover items are 
stored on these platforms. 

Mr. Stewart has designed a spe- 
cial long handled hook which lifts 
off the items stored above his head. 

One day in the near future, Mr. 
Stewart hopes to build many 
canopy - to-ceiling compartments. 
His plan is to face them with 
swing-out panels of perforated pan- 
eling. 


use of 


held in ceiling 


“Such compartments would hold 
display items on the front, and 
back-up items within. They would 
save me many trips to the base- 
ment,” Mr. Stewart says. 
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Now, your profit line of quality garden tools can be Ames 
all the way! And, remember, with Ames, orders are 
shipped from one plant, all at one time. 


Garden Tools « Shovels * Casual Furniture * Metal Housewares 


Oo. AMES CO. PARKERSBURG, WEST VIRGINIA 


Want more facts? Circle 127, p. 35 
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How’s the Hardware Business? 





September hardware store sales up $10 million; 
1960 4% ahead of last year at end of 9 months 


September was the ninth month 
in a row during 1960 in which sales 
in retail hardware stores were 
higher than in_ corresponding 
months of 1959. 

Total sales for September were 
$237 million. This is $10 million, 
or 4.4 percent better than sales for 
September 1959, according to the 
Dept. of Commerce. 

Sales during the first nine 
months of this year were $2,080 
million. That’s $80 million higher 
than last year’s nine-month total, 
or an increase of 4 percent. 

Statistically minded hardware- 
men have been keeping an optimis- 
tic eye on 1960 figures in anticipa- 
tion of a new record. The sales 
total at the end of three quarters 
of 1960 was $13 million better 
than at the end of the same period 
of the record year 1956. 

Following are the U. S. Dept. of 
Commerce estimates of all retail 


hardware store sales for the last 
three years: 
(millions of dollars) 

1960 1959 
January ... 175 174 
February .. 178 167 
March 201 193 

264 245 

266 263 
June 271 262 

251 240 
Aguust;... . 367". 369 
September . 237 227 
NINE-MONTH 
TOTAL 2,080 2,000 1,898 
October .... 243 242 
November .. 219 225 
December .. 289 288 


2,751 2,653 
*U. S. Dept. of Commerce corrected 
August’s estimate from $235 mil- 
lion to $237 million. 





Wholesale trade sales 
drop during September 


Wholesalers’ sales during Sep- 
tember were down in most cate- 
gories as compared to September, 
1959, according to the Dept. of 
Commerce. 

Overall—Sales of $11,090 million 
in September, $220 million less 
than September, 1959. Nine-month 
total $95.5 billion, up $700 million 
over the same period of 1959. 

Inventories estimated at $12.2 
billion as of Sept. 30 were 6 per- 
cent higher than a year ago. 

Hardware—sales of $204 million 
in September, a decline of $13 mil- 
lion from year-ago figure. Nine- 
month total $1,729 million, $55 mil- 
lion less than during same 1959 
period. 


Construction total up 
but home building sags 

A step-up of government build- 
ing in October produced a slight 
increase in the total value of new 
construction starts, as compared to 
last October. 

Total value of all new construc- 
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tion starts during October was 
$5,092 million, or $23 million 
higher than last year, reports the 
Dept. of Commerce. 

The value of private residential 
construction during the same 
month was $1,920 million, or $330 
million less than during October, 
1959. This is the eighth straight 
month in which the value of resi- 
dential starts fell below compara- 
tive 1959 figures. 

Over 10 months: all construction 
starts in 1960 valued at $45.9 bil- 
lion, $1.1 billion less than same pe- 
riod of 1959; residential construc- 
tion at 18.4 billion, compared to 
$20.5 billion in 1959. 


Sept. retail trade has 
$300 million increase 


Nondurable goods in September 
compensated for a decline in du- 
rable goods sales and produced a 
$300 million increase in total retail 
sales over September, 1959. 

Total sales in all retail stores 
during September were $17.9 bil- 
lion, compared to $17.6 billion a 
year ago, reports the Dept. of 
Commerce. 


Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 





48 pages toys, gifts in 
Cotter holiday mailer 


Cotter & Co., dealer - owned 
wholesaler, in Chicago, has dis- 
tributed more than _ 1,250,000 


aia 1.97 each 
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Christmas Toy and Gift Catalogs 
through V&S dealers. 

The 48-page catalog has 24 
pages of toys, and 24 pages of 
portable tools, housewares and 
other gift items. The book also 
gives complete information on V&S 
credit and charge account plans. 


Oklahoma's mailer 
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Here’s Oklahoma Hardware’s 
Holiday Sale mailer (see HA, Nov. 
17, 1960, p. 90). 





QUALITY LEVELS If 


A LEVEL 


FOR.EVERY Beep IIT 
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bonus, 
deal ° 
write TODA 


yY 
waves BROS. TOOL 


‘) You'll turn a pretty profit when you 
{=| suggest “SCOTCH” BRAND Masking 
Em Tape with every paint sale. 





“SCOTCH IS A REGISTERED TRADEMARK OF THE 3m CO 


TMiiawesora [ffinine ano [ffanuracturine company 
++. WHERE RESEARCH IS THE KEY TO TOMORROW 








AND EYES 


BETTER HOUSEHOLD 
HAROWARE SINCE 1872 


E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 
Want more facts? Circle 129, p. 35 








YOU CAN'T AFFORD TO FORGET! 


the ORIGINAL 
PLASTIC ALUMINUM... one of 


the fine products in the nation’s 
most complete line of fix-it items. That’s what the new Panzer compact farm tractor for lawn and 


3 ag : garden has been doing since it’s introduction, under new manage- 
And be sure to stock \ BE . 


ment, at the National Hardware Show and the Mid-America 
7. Lawn and Garden Show. The reception of this new Panzer 
Order from your Jobber 


a+ “Compactor” has been tremendous. If you haven’t heard the 
THE WOODHILL CHEMICAL C0 | ae complete story of the customer engineered Panzer, better 
“The mother-in-law approved line” on obseasel | write or phone soon. Selective exclusive franchises available. 


W bore, Virgin 
1390 East 34th Street Cleveland 14, Ohio | P ANZER PRODUCTS, INC aynesboro, Virginia 


e Phone Whitehall 2-8205 
Want more facts? Circle 130, p. 35 Want more facts? Circle 131, p. 35 
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Distributor promotes a program to put many 
dealers back into the appliance business 


| DISCOUNT APPLIANCE CENTER | 





# DORMEYER 
soious | * PROCTOR 
fi *% SUNBEAM 


Meeting and Beating“ 
ANYONE with our 


LOW PRICES! 


Peirce-Phelps' dealer appliance center takes seven running feet of 


floor space. 


“Our small appliance profit plan 
may not be new,” says John T. 
O’Brien, “but we think it is one 
solution to a vexing problem for 
dealers. We don’t condone dealers’ 
transferring a vital function such 
as warehousing stock to a distribu- 
tor, but our plan lets the out-of- 
business dealer start making a 
profit on appliances again.” 

Mr. O’Brien is manager of elec- 
trical housewares at Peirce-Phelps 
Co., Philadelphia distributor. He is 
talking about the firm’s full-dis- 
play, no-stock program for selling 
traffic appliances. Target: The 
dealer who has gone out of small 
appliances because of rough com- 
petition. 

The plan is this. The dealer buys 
the board shown in photograph, 
plus 18 small appliances shown. He 
does not have to buy backup stock. 
Price tickets are left blank for him 
to fill in, on a local competitive 
basis. 

Dealer carries no_ stock, but 
writes orders for customers on a 
special form. This form triggers a 
parcel post delivery from Peirce- 
Phelps to customer’s home. 

In terms of local shopping con- 
venience and good prices, custom- 
ers feel the few days’ wait is justi- 
fied. 
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A catalog showing many other 
items lets customers buy a wide 
selection via the same parcel post 
shipping plan. Dealer recovers the 
cost of display through credits on 
reorders. Some dealers are now 
carrying minimum backup stocks 
to cope with customers who insist 
on taking their purchases home at 
once. 

While the distributor makes no 
claim to restoring full margins to 
dealers, dealers will make a reason- 
able profit through having a wide 
assortment, yet a small investment. 

Peirce-Phelps presently has some 
100 dealers in the plan. 


Paint and water systems 
shipments drop in Sept. 

Factory shipments of paint, var- 
nish and lacquer in September to- 
taled nearly $151 million, or 4 per- 
cent less than during September, 
1959, according to the Dept. of 
Commerce. Production of 56.4 mil- 
lion gallons was a half-million gal- 
lons less than a year ago. 

Shipments of domestic water 
systems also declined. The 60,755 
units shipped during September 
was 10 percent below the number 
of units shipped in August. 








Promotions 


Manufacturers’ New 
Merchandising Plans 


Red Devil offers to 25% 
off on floor polishers 


Red Devil Tools, Union, N. J., is 
offering price reductions up to 25 
percent on its Houseboy line of 
twin-brush floor polishers. 

The Houseboy, No. FP-33, for- 
merly listing as high as $59.95, is 
being offered as low as $29.95. It 
comes in gray, white and chrome, 
and a limited stock of candlelight 
yellow and Caribbean aqua is also 
available. 








Cummins gives discount 
coupon for useful books 


Dealers handling Cummins sol- 
derguns can now offer customers 
a coupon worth $5.50 toward the 
purchase of a 12-volume set of the 
Illustrated Do-It-Yourself Encyclo- 
pedia, valued at $12. The books are 
published by Popular Science. 

Customers who purchase a sin- 
gle heat soldergun at $14.95, or 
dual heat gun at $16.95 are en- 
titled to the coupon, is included in 
each package. 

Dealers do not have to stock the 
books. They will be shipped to the 
customer by Cummins Portable 
Tool, a division of the John Oster 
Mfg. Co., Milwaukee. Dealers will 
receive a set of the books, along 
with a knockdown display and two- 
color banners. The offer ends 
March 15. 


Amchem announces bonus 
in future order offer 


Amchem Products, Ambler, Pa., 
offers a 5 percent discount plus 48 
half-ounce packages of nationally 
advertised Transplantone to deal- 
ers who order 10 cases of Amchem 
products before Feb. 1. The Trans- 
plantone packages retail at 35¢ 
each. 

Dealers will also receive 50 copies 
of a 24-page booklet, Have a Weed 
Free Lawn. The booklet illustrates 
35 of the most troublesome weeds 
and grasses, and answers custom- 
ers’ most frequent questions about 
them. 





ORDER YOUR INVENTORY; 
er k Hit time 


Don't wait until the last minute to order 
your inventory counting sheets. Avoid de- | | 
lays by placing your order now for these : . |. (| | 
sheets designed by dealers, for dealers. Then x ln Q I} Olt} 
you will be sure to have supplies on hand when Ul re 8) 
you need them. 


Form CC401—Yellow sheets, 36 lines each , 7 aL dal al 


side, 10 x 15! in. Cost, postpaid, $1.75 
per 100 sheets up to 500. Over 500, $1.50 
per C. 


Form CC402—White sheets, 25 lines each 


side, 9!/, x 1134 in. Cost, postpaid, $1.35 muon FEBRUARY 6-10 1961 
per 100 sheets up to 500. Over 500, $1.10 3 gy OLYMPIA-LONDON 


per C. 


Send order, with check, to HARDWARE | 
AGE, Reader Service Dept., Chestnut & 56th . 7th International Hardware Irades Fair 


Sts., Philadelphia 39, Pa. 
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Want more facts? Circle 132, p. 35 


~ 








gives you the 


on a g r 145) . “oi - F: | . 
»- a | , 
€ * -"~ =f : - 4 
. NG P | ~& : - 
ere HAR 7 =~ ‘G J 
I WoUSEHOLD i ae a | 7 | 
ORATED ae Lr ye: ‘ 

« ; 7 

ar ASSORTMENT ge 7 ane) Slec, 
> i As ‘ s 
Most items available, mA ORDER NOW and SAVE 5% 
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An exclusive for you!—the popular 
7 tine. . Gardex lightweight Floral Tools in the 

CHAS. 0. LARSON CO. iilinots” a new, dramatic GOLDEN-G)Io finish. 
, : These dazzling, gold colored tools with 

chrome-like sheen are coupled with a 
new, practical, self-service display to 
capture quick impulse sales. Add this 
assortment to your garden tool de- 


| lf seep eatae ate. eg 
OVER-THE-DOOR aa 
for you! 

GARMENT HANGERS fia 





No. 9800/9819 Combination Golden-Glo 
Midget and Lightweight FLORAL TOOL 
Display Assortment 


U ; Be WRITE TODAY! 
' pier \ New 4-color 1961 
WAL" \ Gardex Catalog 
we shows full line of 
BETTER HOUSEHOLD » "= \\ ‘Home Gardener GARDE x INC. 
n ty | Tools and : 








ARDWARE SINCE 1872 PU ) a ' 
rig s)he Merchandising Aids! 


E H. TATE CO. ® 251 CAUSEWAY ST. © BOSTON, MASS. 501 NORTH CARROLL ST., MICHIGAN CITY 12, IND. 
Want more facts? Circle 134, p. 35 Want more facts? Circle 135, p. 35 


HARDWARE AGE, December 1, 1960 @ 6] 








Read it in HARDWARE 


NEWS OF 


HARDWARE AGE FOR 


KKKKKKK 








News About Dealers: Waite’s of Westfield 
With Sale 





t 


Celebrates 100th Anniversary 


ai ett Mee! 


cr iat Ne) 


The co-owners and an employe of Waite's Hardware Store stand 


proudly inside the recently remodeled 


100-year old store. Left 


to right, co-owners Roger Waite and Elmer Guest. Right, Erton 
Halstead, an employe who has been with the firm since 1928. 


Westfield, N. Y.—WAITE’S 
HARDWARE STORE celebrated 
its 100th anniversary with 
a three-day sale. The store 
was founded in 1860 by Har- 
low Gibbs at its present lo- 
cation. In 1928 Leigh S. 
Waite bought the store and 
then his sons, Roger and 
Max. Since then, Elmer J. 
Guest and Roger Waite have 
become co-owners. The store 
has just been completely re- 
modeled and a big 10-day 
Fall Festival Sale followed 


up the anniversary sale. 
This is a reflection of the 
forward thinking of the 
owners who are not prone 
to let tradition interfere 
with progress. 


Fort Payne, Ala.—RALPH 
CHRISTOPHER HARDWARE CO. 
at 209 Grand Ave., held its 
grand opening in a com- 
pletely remodeled building. 
The new business is owned 
by Ralph Christopher. 





Service Tools Group 
Holds Annual Election 


Turner A. McMullen, vice- 
president and general man- 
ager of Herbrand Div., Bing- 
ham Herbrand Corp., Fre- 
mont, Ohio, was unanimously 
elected to a second term as 
president of the Service Tools 
Institute at a recent meeting 
in New York City. 

Marvin S. Bandoli was re- 
elected vice-president of the 
Institute. He is executive 
vice-president of Pendleton 
Tool Industries, Los Angeles, 
Calif. 

The following were elected 
to serve on the executive 


committee through 1963: 
John O’Laughlin of Wilde 
Drop Forge & Tool Co.; 
James A. McLaughry of 
Quality Tools Corp.; George 
J. Michel of H. Boker & Co.; 
and, Arch Warden of Xcelite, 
Inc. 


Lowe's Names Prather 


Tom Prather has been ap- 
pointed head of purchasing, 
warehousing and traffic for 
Lowe’s, Inc., Cassopolis, 
Mich. Mr. Prather was man- 
ager of the wholesale divi- 
sion of Ridge Automotive 
Supply Co., South Bend, 
Ind. 
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Congressman Nygaard: 
6 Years in Hardware 


If you go to Washington 
after the first of the year 
to discuss hardware with 
Congressman Hijalmar C. 
Nygaard, don’t bother to fill 
him in with any background. 

Congressman Nygaard 
was Hardwareman Nygaard 
for 16 years. His store was 
in Enderlin, N. D. 

Mr. Nygaard is one of 
two representatives-at-large 
elected Nov. 8 to the 87th 
congress. 


HJALMAR C. NYGAARD 


FRANK H. ALLEN 


Williams Names Allen 
Div. Sales Manager 


Frank H. Allen has been 
promoted to the newly 
created post of general lines 
division of J. A. Williams 
Co., Pittsburgh wholesaler. 

Mr. Allen joined J. A. 
Williams in 1946 as hard- 
ware buyer. In 1947 he be- 
came a field sales represen- 
tative for electrical house- 
wares, hardware, toys and 
sporting goods. 





How Dealers Can Remain Independent And 
Improve Profits, Told in Belknap Booklet 


How hardware dealers can 
make a better profit on their 
investment, meet their com- 
petition and at the same time 
remain independent, is the 
subject of a booklet recently 
published by Belknap Hard- 
ware & Mfg. Co., wholesaler, 
of 111 E. Main St., Louis- 
ville, Ky. 

Entitled, ““‘Why Should You 
Buy from Belknap?”, the 
booklet contains a frank, 
straightforward discussion of 
the services and benefits 
which Belknap offers dealers. 

The booklet points out that 
the independent merchant has 
many advantages over chains, 
but he also has some disad- 
vantages. The services of- 
fered to dealers, according to 
Russell Procter, Belknap 
president, are designed to 
help a dealer use his natural 
advantages to the fullest. 


Mr. Procter points out that 
Belknap believes that inde- 
pendent dealers have a good, 
profitable future ahead of 
them. Their success, however, 
will come from close team- 
work between dealer and 
wholesaler. The various 
dealer services mentioned in 
the booklet, Mr. Procter says, 
are designed to supply those 
services that a wholesaler 
can perform with greatest 
efficiency and economy. 

The booklet serves the pur- 
pose of outlining, in one 
place, the variety of dealer 
services offered by a full- 
function, general line whole- 
saler, such as Belknap. 

It puts emphasis on the 
fact that buying from Bel- 
knap and using the dealer ad- 
vertising services offered by 
the wholesaler, will enable a 

(Continued on page 64) 
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J. GORDON HERTZOG 


Hertzog Promoted by 
Steinman Hardware Co. 


J. Gordon Hertzog has 
been promoted to genera! 
manager of the dealer divi- 
sion, Steinman Hardware 
Co., Lancaster, Pa., whole- 
saler. 

Mr. Hertzog joined Stein- 
man last spring, when he re- 


signed as eastern Pennsy]l- 
vania district sales manager 
for Ray-O-Vac Co., as man- 
ager of the dealer sales di- 
vision. 

Mr. Hertzog is responsible 
for all merchandising, sell- 
ing, and promotion to Stein- 
man’s retail dealer accounts. 


Ace Rubber Marks 
Silver Anniversary 


Employees and officials at- 
tended a Silver Anniversary 
party marking the 25th year 
of Ace Rubber Products, 
Inc., Akron, Ohio. 

Pres. Charles J. 
son of the late founder, 
Floyd C. Snyder, inaugu- 
rated a service award sys- 
tem at the party. Six Ace 
employees received watches 
for 25 years of continuous 
service. 


Snyder, 





Black Hardware Offers 
Dealer Ad Program 

Black Hardware Co., 
wholesaler of Galveston, 
Texas, is offering dealers an 
extensive advertising pro- 
gram. 

The program was an- 
nounced at a recent sales 
meeting held by the com- 
pany. A _ series of group 


Announcement of a 
recent sales meeting 


meetings in November was 
used to introduce the pro- 
gram to dealers throughout 
the state of Texas. 

The advertising program 
being used by Black was de- 
veloped by the James A. 
Stewart Co., Carnegie, Pa. 
The Stewart company has 
developed similar advertising 
programs for other whole- 
sale firms. 


new dealer advertising program featured a 
of the Black Hardware Company, Galveston, 


Texas. Discussing the program at the meeting, in front of some of 
the dealer advertising material, are, left to right, H. H. Haden, Jr., 
sales manager, and George C. Boller, executive vice-president. 


Quality to be Stressed in Paint Ads 
By Dealers in Fight Against Discounters 


Vigorous action against 
half truths in advertising 
and against downgrading of 
good brand names to meet 
discounters’ prices was called 
for by the keynote speaker 
at the 13th annual conven- 
tion of the Retail Paint & 
Wallpaper Distributors of 
America. The convention and 
trade exhibit was held in At- 
lantic City recently. 

The speaker, RPWDA past 
president William Bergman 
of S. A. Bergman, Inc., Chi- 
cago, pointed out that, 
“There is no such thing as 
being a little dishonest. Don’t 
try to meet substandard com- 
petition on its own ground. 
It is time dealers stopped 
selling price or cans of paint 
and started helping custom- 
ers buy beauty and protec- 
tion for their homes.” 

Mr. Bergman is also chair- 
man of the Joint Paint 
Industry Coordinating Com- 
mittee. 

RPWDA _ executive  vice- 
president, Dee Belveal, sup- 
ported Mr. Bergman’s ap- 
proach in his talk by citing 
the association’s campaign 
for printed sales _ policies 
from manufacturers. 

“The preparation and dis- 
semination of sales policies 
will make the sharpshooters 
in this business so _ con- 
spicuous that they will have 
extreme difficulty in getting 


an order from a good ac- 
count,” he said. 


Guest speaker Raymond D. 
Watts, legal counsel to the 
Senate Subcommittee on 
Small Business, discussed the 
Robinson-Patman Act and 
cited the growth of one-man 
stores. 

Mr. Watts urged dealers 
to write to him and give 
their opinions on “How do 
vou feel about the Robinson- 
Patman Act? If the act were 
repealed, would small busi- 
ness be helped or hurt?” 


Officers elected at the final 
session were: president, Wil- 
liam R. Secter, Wallbrunn, 
Kling & Co., Chicago; vice- 
president, Burton L. LeMas- 
ter, Frontier Paint & Wall- 
paper Co., Denver; treasurer, 
Evest Broussard, Broussard 
Paint & Wallpaper Co., Ba- 
ton Rouge, La. 

A highlight of the sessions 
was a presentation of a con- 
cept in beauty, known in 
Japan as “Shibui,” by Eliza- 
beth Gordon, editor-in-chief 
of House Beautiful Maga- 
zine. She pointed out that 
manufacturers of fabrics, 
furniture and other decorat- 
ing products are working on 
products that take advan- 
tage of this growing idea. 

Next year’s convention will 
be held in Detroit’s Cobo 
Hall Nov. 26-28. 





Minnesota Wholesaler 
Adds Seven Salesmen 


S & M Co., Minneapolis 
wholesaler, has added seven 
salesmen to bring its sales 
staff to 40 men covering the 
upper Midwest. General 
sales manager John Sieff an- 
nounced appointments at the 
company’s meeting for deal- 
ers in the Minneapolis-St. 
Paul area. 


The new salesmen are: 
Hugh Vasatka, Minnesota, 


Wisconsin; E. O. Seim, Min- 
nesota; Clayt Bear and Stu 
Belkin, Minneapolis-St. 
Paul; Sheldon Cornell, Min- 
ot, N. D.; Les James, north- 
western Iowa; Don Salazzo, 
west central lowa. 
Nearly 50 independent 
dealers attended the meeting 
conducted by Phil Sieff, S & 
M president, and his son 
John Sieff. Theme of the 
meeting was a presentation 
of ways to meet competition 
(Continued on page 64) 
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Independent dealers listen to John Sieff, general sales manager 


of S & M Co., discuss ways to meet competition. 


Minnesota Wholesaler 
Adds Sev7n Salesmen 
(Continued from page 63) 


from large chain stores and 
discount houses. 

John Sieff pointed out that 
complacency of the dealer or 
the wholesaler could lead to 
disaster for both. 


Heineke & Co's. Line 
Is Expanded for ‘61 


Heineke & Co., manufac- 
turer of power equipment 
at Springfield, IIl., points 
out that a recent news ar- 
ticle in hardware business 
magazines about the sale of 
its reel mower equipment 
may have led to the impres- 
sion that Heineke & Co. is 
out of business. 

The sale was only reel 
mower manufacturing equip- 
ment and engineering de- 
signs and tools to another 
manufacturer. 

Heineke & Co. points out 
its Excello line of power 
equipment has been expand- 
ed so the 1961 line is the 
most complete in its 34 
years. New products added 
to the line in the past year 
are a self propelled snow 


News of the Trade 





thrower, lower price self- 
propelled rotary, heavy-duty 
tiller, chain saws, and an 
edger-trimmer. 


Housewares Exhibit 
Will Continue in July 


Directors of the National 
Housewares Mfrs. Assn. an- 
nounced there will be no 
change of month for the 
mid-year housewares ex- 
hibit. 

It had been proposed that 
the show be held in June 
instead of July. However, 
an industry survey shows 
that no change is warranted. 

For the 33rd consecutive 
year exhibitors received a 
refund of exhibit fees for 
the mid-year show. Accord- 
ing to Dolph Zapfel, asso- 
ciation secretary, exhibitors 
received a 21 percent refund 
on the 1960 Atlantic City 
show. 


Bissell Names Latkin 


Jack Latkin has been pro- 
moted to assistant sales man- 
ager of Bissell, Inc., Grand 
Rapids, Mich. Mr. Latkin 
was regional manager with 
headquarters in Pittsburgh, 
Pa. 
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Sam Simms 


Sam Simms, 56, Chicago 
sales representative for Kro- 
mex Corp., Cleveland, died 
suddenly Nov. 3. Mr. Simms, 
a member of the Chicago 
Housewares Club, had cov- 
ered that territory. since 
1950. He was in the Cleve- 
land area for 10 years be- 
fore that for Kromex. 


Fred Edgren 


Fred Edgren, 
district manager for 


12, 


Midwest 
Hyde 


Mfg. Co., Southbridge, Mass., 
died Oct. 26 at Wesley Me- 
morial Hospital, Chicago, 
after a long illness. Mr. Ed- 
gren had been with Hyde 
since 1928. 


Sam H. Spector 


Sam H. Spector, 55, presi- 
dent of Standard Wholesale 
Hardware Co., Chicago, died 
recently at his Chicago home. 
He had been president of the 
firm for 30 years. 
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Belden Elects Thayer 
Sales Vice-President 


Belden Mfg. Co., Chicago, 
has elected Les A. Thayer 
vice-president of sales. 

Mr. Thayer, with Belden 
30 years, started as a terri- 
tory salesman in Texas. 


LES A. THAYER 


How to Boost Profits 
And Stay Independent 
(Continued from page 62) 
im- 
and his 


dealer to substantially 
prove his turnover 
profits. 

Considerable stress is also 
put on the fact that Belknap 
salesmen will write up dealer 
orders and keep the dealer 
posted on new products, mer- 
chandising ideas, promotions, 
etc. 

Among the services avail- 
able to dealers, as listed in 
the booklet, are: Hard-hit- 
ting store promotions; guid- 
ance in store layout and 
modernization; a wide assort- 
ment of national and private 
brand goods; help on finan- 
cial problems; the service of 
a trained salesman; 60 day 


invoice payment privileges; 
an extensive consumer credit 
program; a dating program 
that makes substantial econ- 
omies possible on certain 
lines; and the fact that a 
dealer is not required to buy 
stock in the company. 

The booklet also notes that 
the company carries about 
90,000 items, and ships orders 
97 percent complete. 





Dates Announced For 
Wholesalers’ Shows 


Albany Hardware 
Co., Albany, Ga., An- 
nual Hardware Show, 
Feb. 21-23, at National] 
Guard Armory, Al- 
bany, Ga. 


Frankfurth Hard- 
ware Co., Milwaukee, 
Wis., Merchandise 
Clinic and Show, Jan. 
29-30, at Milwaukee 
Auditorium, Milwau- 
kee, Wis. 


Whitlock Corp., Semi- 
Annual Convention of 
their Pro Franchised 
Dealers, Jan. 11, at 
company offices, 70 Mc- 
Lean Ave., Yonkers, 
N. Y. 


Wisco Hardware Co., 
Merchandising School 
and Sales Show, Jan. 
29-31, at company 
warehouse, 15 S&S. 
Brearly St., Madison, 
Wis. 


Dates of other wholesalers’ 
shows announced previously 
are shown in the Convention 
Calendar on page 54. 











S & Q Store Opens in Minneapolis Area 


$ 


. 2 


wn fe 


L. J. McNamara, store manager, is congratulated by Benton J. Case, 
center, and Horace P. Hill, left, at the opening of a new Service & 
Quality Store in Ward's Southtown Shopping Center, Minneapolis. 
Mr. Case, president and chairman of the board of Janney, Semple, 
Hill & Co., and Mr. Hill, executive vice-president, were on hand for 
the opening of the company's first store in Minneapolis. 








brief reports of 


MANUFACTURERS SALESMEN 


@ Libbey Glass Div., Owens-Illinois, Toledo—Robert J. 
Snyder from Detroit branch manager to Chicago branch 
manager. He replaces Thomas F. Bensinger, who has 
transferred to the Paper Products Div. George A. Currie 
from Denver branch manager to Detroit branch manager. 
Perry D. Schwartz has moved from Los Angeles to replace 
Mr. Currie. Norman Hollingshead of S. Riekes & Sons, 
Libbey distributor, has been named manager of the Los 
Angeles branch. 





He is 
firm. 
a member 
committee 
Hardware 


sales and advertising. 
also a director of the 
Mr. Bostwick is 
of the executive 
of the American 
Mfrs. Assn. 


Metal Door Industry 
Asks Rules Revision 


The National Steel Door 
& Frame Assn. has proposed 
to the Federal Trade Com- 
mission that an _ industry 
conference be arranged to 
up-date trade practice rules 


B. E. BOSTWICK for the metal clad door and 


News of the Trade 





An Award For Distinguished Service 


A certificate of honorary membership in the American Society of 
Architectural Hardware Consultants was presented to |. Stauffer 
Eshleman, left, by Henry Peter at a meeting of the Metropolitan 
Builders’ Hardware Club, New York. The awarding of the membership 
was made at the Builders’ Hardware convention in Chicago in 
September. Mr. Eshleman began his architectural hardware career 
in 1911 with the contract hardware sales department of Yale & Towne 


Wiss Elects Bostwick 
First Vice-President 


J. Wiss & Sons Co., New- 
ark, N. J., has elected B. E. 
Bostwick first vice-president. 
He continues as vice-presi- 
dent of sales and advertis- 
ing. 

Mr. Bostwick joined Wiss 
in 1927. In 1954 he was 
elected vice-president of 


accessories industry. 

The present fair trade 
practice rules were promul- 
gated 22 years ago. Hollow 
metal doors, which have 
since become widely used, 
are not covered by the rules. 

The FTC has suggested 
that a conference committee 
be set up, possibly from 
among the three industry 
groups—Hollow Metal Door 


Mfg. Co. 


In 1920 with Lemuel Ostrander he formed Ostrander & 


Eshleman, Inc., contract hardware distributors, and he still heads 


the firm. 


Mr. Eshleman helped establish the Society in 1940, was 
its first vice-president and second president. 


Mr. Peter is with 


Yale & Towne, and a director of the Society. 





& Buck Assn., Steel Door In- 
stitute, and NSDFA. This 
committee could help plan 
the revisions and the in- 
dustry conference. 


Dealer Group Reports 
Sales Up 24 Percent 


Sales through September 
were 24 percent ahead of 


the same 1959 months at 
V & S Hardware Stores, 
John M. Cotter, president of 
Cotter & Co., dealer-owned 
wholesaler at Chicago, re- 
ported at the semi-annual 
meeting of the group. 

The promotional program 
and management guide cal- 
endar for next year were 
outlined by H. A. Lynes, 
field sales manager. The an- 
nual V & S Spring hardware 
and sporting goods show was 
a highlight of the meeting. 
Displays took up 25,000 sq 
ft of space. 

During the meeting sever- 
al of the 500 stores in 14 
midwestern states were pre- 
sented merchandising awards 
from manufacturers. 





Southern Hardware Golf Assn. Elects Stevens President 


Empire Varnish Elects 
Hawkins Chief Officer 


R. L. Hawkins, Jr., has 
been elected chairman of the 
board and chief executive 
officer of Empire Varnish 
Co., Cleveland, and its Wa- 
terlox Div. 

Mr. Hawkins succeeds his 
father, R. L. Hawkins, Sr., 
who died recently. 


H. A. Stevens of True Temper Corp. has been elected president of the Southern Hardware Golf Assn. 
Other officers are: first vice-president, L. L. Kennedy, Kennedy Wholesale Hardware Co.; second vice- 
president, M. H. Campbell, Campbell Chain Co.; secretary-treasurer, H. M. Worthington, re-elected. 
New members of the executive committee for three years are C. B. Marshall, Piedmont Hardware Co.; 
F. J. Carr, Anderson & Ireland Co.; J. F. Warnell, Union Carbide & Carbon Corp. In the photograph, 
Mr. Stevens, center, awards a certificate of appreciation to outgoing president J. J. Wallace. Others, 
left to right: Mr. Campbell, Mr. Kennedy, and Mr. Worthington at far right. 


HARDWARE AGE, December 1, 1960 © 65 





Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 
Set solid, maximum 50 words 
Each additional word.......... 
Positions Wanted 


(Special Rate) set solid, maximum 


50 words 


Allow Seven Words for Keyed Address” 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 


sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 








REPRESENTATIVES WANTEDM REPRESENTATIVES WANTED REPRESENTATIVES WANTED 





TERRITORIES OPEN 
THROUGHOUT U.S.A. 


Manufacturer of fine bathroom 
hardware and accessories opening 
new sales distribution system. 
Items are well known in the hard- 
ware, architectural and building 
trades, having been manufactured 
for the past 12 years. Qualified 
manufacturers’ reps are needed in 
all major marketing areas. We 
are also interested in foreign rep- 
resentation. Contact immediately 
by phone, wire, or mail. 


Fred Hartenstein 


DEL MAR 


MANUFACTURING COMPANY 
12901 S. Western Avenue 
Gardena, California 


Phone: FAculty 1-5187 





REPRESENTATIVES WANTED 
EXCELLENT LINE for sales represen- 
tatives calling on the retail trade in 
hardware, department, variety and chain 
stores. Item has excellent repeat busi- 
! Good commissions. Write, giving 


ness! 
territory and background. 


MIDWEST PLASTICS INCORPORATED 
208 Bates Avenue St. Paul 6, Minn. 











Manufacturer's Representative 
WANTED 


Sell Nationally Advertised Line to Hardware, Elec- 
trical and Automotive Jobbers. Opportunity to cash 
in on fast selling Electrical Cireuit Tester. Retails 
for only $1.98. Some good territory open several 


states. 
BURNWORTH TESTER CO. 


815 Pomona Ave., EI! Cerrito 8, Calif. LA 5-7599 








REPRESENTATIVES WANTED 


Leading manufacturer of quality builders 
hardware competitively priced featuring com- 
plete line of aluminum thresholds, closet rods, 
door stops, door closers, grilles, push bars, etc.., 
with choice territories available. Write stating 
full particulars. LUSTRE LINE PRODUCTS, 
53 N. 2nd Street, Philadelphia, Pa. 











Salesman-Representative 


hardware, Drug and Variety 
non-seasonable. Exeellent 
re-order record. We have been in business over 40 
years. {00% protected territories. Best openings in 
West, Far West, South-West and East Coast areas. 
Our present employees know of this ad. Write 
Hardware Age, Box N-I3, Chestnut & 56th Sts., 
Phila. 39, Pa. 


Sell direct to retail 
stores. Fast turn-over, 











REPRESENTATIVE WANTED 


Excellent line for 
various territories selling garden hose, 
sprinklers, etc., to hardware, dept., variety and 
chain stores. Items have excellent repeat business. 
Good commissions. Write, giving background and 
full resume. Excellent proposition. 


KENT, INC., 830 Monroe St., 


calling in 
oscillators, 


sales representative 


Hoboken, N. J. 

















SALESMEN WANTED to sell 
Produced domestically. 


twist drills. 
Lowest prices in the in- 
dustry. Made to military specifications and 
American standards. Large distributor accounts 
wanted, but good commissions if sold to users. 
Many territories available. Hayden Twist Drill 
Sales Co., 25205 Ryan Road, Warren, Michigan. 





SALESMAN WANTED to call on Hardware 


Stores in established Western Penna. and West- 
ern New York territory to sell Dog 
Leather Goods and Hardware. This is a 

full time proposition for the right man. Orrville 
Leather and Hardware Corp., Orrville, Ohio. 





MANUFACTURERS REP ogy > = ATIVES 
calling on Wholesale Hardware, Marine. Paint 
& etc., to sell our line of READY W ‘OOD. a 
wood plastic in 10 wood colors. Item has ex- 
cellent repeat business in retail & industrial wood 
working field. 10% commission. Write lines & 
territories. Nordland, Inc., P. O. Box 186, Bald 
win, N. Y. 


SALESMAN WANTED, calling on Garden 
Centers, Nurseries and Garden Supply trade in 
metropolitan New York area, Westchester County, 
Long Island and New Jersey to work with long 
established factory representative on the following 
lines—Garden Hose, Grass Seed, Insecticide and 
Fertilizer Sprayers, Hosemaster Nozzles, etc. 
Write immediately, enumerating complete quali- 
fications. H. G. Salzman, Inc., 1150 Broadway, 
New York, N. Y 
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REPRESENTATION WANTED FOR NEW 
LETTER AND NUMBER AND PLATES. 
First time offered. State as follows: Sales repre- 
sentation now carried; area now covered—size of 
agency—number of salesmen or individuals, es- 
tablished length of representation. Terms and 
conditions. Domestic and foreign. P.M.E. Mfg. 
Co., 106 Nylon Ave., Livingston, N. J. 


MANUFACTURERS’ REPRESENTATIVE 
wanted to sell line of builders Hardware in New 
England Territory, for large well established 
Manufacturer. Applicants should now be selling 
hardware wholesalers in this territory. State 
qualifications and references. Write box P-24, 
c/o HarpwaReE AcE, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 








REPRESENTATIVES calling on hardware 
and department stores to handle highly su 
ful garden item. 15% commission. Staple item 
good for many years of repeat business Box 
P-23, c/o HarpWARE AGE, 56th & Chestnut St 
Philadelphia 39, Pa. 


cess- 





SALESMEN WANTED to eal! 
and (; New - 


Atl 


tah 
tories anc sizabdie coimnil ms } 
peat orders Please experie 
carried. Write RB xX pP 13. C/O Han, ‘ 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


Stat _ 


MANUFACTURER'S 
established bathroom accessory and cabinet hard- 
ware manufacturer requires a; ggressive repre- 
sentation in return for liberal commission in 
Michigan, New York (except NYC), Eastern 
Pennsylvania, Maryland, Delaware, West Vir- 
ginia, Virginia. Write Box P-14, c/o HarpwWareE 
AcE, Chestnut & 56th Sts., Philadelphia 39, Pa. 





REPRESENTATIVE 


PAINT BRUSH SALESMEN WANTED 


Several protected territories open for men with 
established following now calling on Paint, 
Hardware Stores and Lumber Yards, etc. Give 
all particulars first letter, all inquires held 
strictly confidential. Write: Majestic Brush 
Mfg. Corp., 210 W. 29th St., New York I, 
New York. 











covering Hardware 
Chains, to carry 


SALESMEN WANTED, 
and Rack Jobbers and Variety . 
a non-competitive item with volume potential. 
Sample can be carried in pocket. Liberal com- 
missions. All territories except Metropolitan New 
York. Advise territory covered and pertinent 
personal particulars. Write Box P-22, c/o Harp- 
warRE AcE, Chestnut & 56th Sts., Philadelphia 39, 
Pa. 





AREAS with fol- 


dealers to sell 100% 


SALESMEN — IN ALL 
lowing among hardware 
Guaranteed SAFE chemical compound that re- 
moves IRON, etc... from mineral beds of water 
litioners. High discounts to dealers and high 
commission and repeats to agents. Give complete 
details in first letter fox M-14, « HARDWARE 
AGE, Chestnut & 6th Sts., Philadelphi: ma, = 


cont 
? 


(,lass, 


POTTERY, 


established 


POPULAR PRICED 
Housewares, salesmen wanted by 
panding distributor. Commission and draw. Ter- 
ritories open: Jowa-Nebraska, New England, 
Texas-Oklahoma, Utah-Idaho, Oregon-Washington, 
California-Arizona, New York-Pennsylvania. Write 
Box P-18, c/o Harpware AGe, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


REPRESENTATIVES WANTED, 
turer of Point-of-Sale display racks can use 
effectively representatives who call on manu- 
facturers and distributors of hardware and allied 
lines. Many opportunities to secure quantity 
orders and repeat orders for displays you come 
in contact with everyday. Write Box N-20, c/o 
HARDWARE AGE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


manufac 


SALESMAN PLUMBING 
SPECIALTIES sell for established firm 10% 
commission. Exclusive Territory. Replies held 
confidential. Akron Supply Co., Inc., 216 Grand 
Street, Brooklyn, N. Y. 


AND HEATING 





ACCOUNTS WANTED ACCOUNTS WANTED BUSINESS OPPORTUNITIES 











EXPORT 
IS EXTRA PROFIT 


For 45 years we have 
partment for many prominent 
plumbing, heating and electrical products manufac- 
turers—KEstablishing their names and brands throuch- 
out the world. We are now seeking related accounts 
to supplement our present sales activities. Our 
large, experienced New York staff and worldwide 
network of stocking distributors can add plus profits 
to your existing sales. We totally relieve you of 
export details, including financing (our net worth— 
nearly 1.5 million dollars). Take advantage of our 
government's plans for export expansion to increase 
your sales through us 


AMERICAN STEEL EXPORT COMPANY 


347 Madison Avenue 
New York 17, New York 


acted as the export sales de- 


American hardware, 





OPEN FOR NEW LINES 


Jobber, Chain Store, Builders Hardware Jobber. Well 
established with over thirty years experience covering 
Minnesota, Wisconsin, Iowa, Nebraska. Missouri. 
Kansas, North and South Dakota. Top experience in 
tools, builders hardware, cutlery, etc. Best of refer- 
ences, both trade and bank. 


Write Box P-i!, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NEW BUILDING OR REMODELING. 
We can help you. We assist you to deter- 
mine store location, size, interior, exterior, 
and display fixtures. Write for reasonable 
which will save you money. Box M-27, 


rates, 
Chestnut & 56th Sts., 


c/o Harpware AGE, 
Philadelphia 39, Pa. 








DELAWARE, MARYLAND, 
DISTRICT OF COLUMBIA, VIRGINIA 


Well established Manufacturers Representative, com- 
plete coverage Hardware, Garden, Housewares, De- 
partment Stores, Super Markets, Drug Chains desires 
one additional line from responsible manufacturer. 
Write Albert J. Schwab, 5103 Pembridge Avenue, 
Baltimore 15, Maryland. 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


If you want a sale, reduction, money 
raising, removal or closeout, get Amer- 
ica’s most reliable and productive sales 
plans. Send for prospectus today. 

J. H. VOLL SALES SERVICE 

115 West Main St., Madison, Wise. 














REPRESENTATIVES 


Covering all phases of jobbers. Can render 
reliable aggressive service. We are national 
distributors with established actively oper- 
ating branch offices in New York, Phila- 
delphia, Detroit, Cleve gel —_ Louisville 
We carry the account o1 can bill di- 
rect. Inquiries invited. W RITE ANCO Cor- 
poration, 7 Wood Street, Pittsburgh 22, Pa. 














Complete, Consistent and Conscientious Cover- 
age of Metropolitan New York and New Jersey 
to BOBROW-LEWELL Associates, 814 Broadway. 
New York 3, New York. ORegon 4-4540. 


WE GET RESULTS 











WANT SALES RESULTS? We get them 
because we concentrate in Michigan and Ohio 
Will handle additional lines Only established 
companies considered. Write Box P-20, c/o 
Harpware Ace, Chestnut & 56th Sts., Philadel 
phia 39, Pa. 


MANUFACTURERS’ REPRESENTATIVE 
established over 35 years with two men covering 
Metropolitan New York calling on high grade 
lumber and hardware dealers seeks additional 
quality line. Write Box P-17, c/o Harpware 
AcE, Chestnut & 56th Sts., Philadelphia 39, Pa. 


WELL Este pet 
ER’S REPRESENTA ATI North 
South Carolin: eed dditional lines for 
sales to the ~~ ilware, sport ng lawn 
garden supp! stores Please furnish comp 
information when wri itin g Direct Deale1 
Rt. 5, Union, Sout! lina 














MANI 


covering 


'FACTUR 


; ’ 
we CeMIS., 


Sales, 


AGGRESSIVE, REPUT a 
TURERS'’ REPRESENT ATIVE 
tional Hardware, Housewares ot 
Metropolitan N. Y.-N. J. Have strong, wel 
tablished following wong Hardware lousewares 
and Garden Wholesal Rack Jol Chains 
and Catalog hou Thorough know-how promot 
ing, marketing nes r utmost potential sox 
F-18, c/o Harp n—E AGE, estnut & 56th Sts., 
Philadelphia 39, 


MANU 
onen Tor 


Carden 


ybe1 5. 


-ANADA. Selling the 
A Ao distributors in 
Qualified to service one more 
iS a proven money maker, | 
Please, no gimmicks. Edward 
don Drive, Scarboro, Ontario. 


best industrial and 
Ontario and Quebec. 
good line. if yours 
can make it go here. 
H. Pope, 73 Shan 


WANT SALES RESULTS? We get 
because we concentrate in Michigan. Ohio. Indi- 
ana. Will handle two additional lines—only 
highest grade considered. Write Box A-10. c/o 
HARDWARE Ace, Chestnut & 56th Sts.. Philadel- 
ohia 39, Pa 


them 





HELP WANTED 





WE ARE SEEKING AN 
EXPERIENCED BUYER 


Of Plumbing—Tools—and Builders Hard- 
ware, who is accustomed to working at 
the wholesale level with a Control System. 
Our company is young, growing and struc- 
tured, both in thinking and manpower, to 
meet dynamic needs of the future. Loca- 
tion Middle Atlantic Coast Region. Reply 
in strictest confidence, giving full details 
as to age, experience, education, salary 
requirements, etc., to 


Box N-30, e/0 HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








EXECUTIVE MANAGER 


Established West Virginia wholesale hardware firm is 
seeking a General Manager. Excellent career oppor- 
tunity. Salary commensurate with experience. Benefits 
include profit sharing. Also have management posi- 
tions for men with less experience. Al! replies con- 
fidential. Send brief resume giving age. present posi- 
tion, and salary.Boex N-32, ¢/o HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








MERCHANDISING MANAGERS 


Established West distributor is 
seeking merchandising managers for Electrical, In- 
dustrial, and Power Transmissions Departments. Re- 
sponsibilities include, purchasing policy, sales policy, 
ales planning sales training and merchandising. 
Excellent reer ypportunity. Salary commensurate 
with exper fenefits include profit sharing. All 
replies , el Send brief resume giving age, 
present position and present salary. Write 
Box N-33. ¢/0 HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 


Virginia wholesale 











MAN ACOU 
H. ARDW ARE. electt i ind in 
exas, Oklahy yma, pee hee 
ll leading line of fast g 
ing devices. Mu st have car rane travel 
sively Give complete qualif mn your ap 
plication. Position open January Ist. Write Box 
P-19, c/o Harpware AGE Chestnut & 56th Sts., 

Philadelphia 39, Pa. 


BUSINESS OPPORTUNITIES 


FOR SALE, 
store in downtown 
location, good lease, 
tiring. Write Box 
Chestnut & 56th Sts., 


AIN TED Witt WHOL ESALE 


trades in 
and Ai Kansas, to 
sell | eners, at r and drill 


, 
cations 


old established modern hardware 
York, Pennsylvania. Good 
will help finance, owner re- 
P-15, c/o Harpware AGE, 
Philadelphia 39, Pa. 


city ‘ 
tures. 


HARDWARE STORE —attractive well estab- 
lished and well located in large Central Illinois 
Self service layout with new gondola fix- 
Clean stock. Large free parking lot ad- 

Reasonable lease or purchase of building 
and profits normal. Unlimited possibilities 
$20,000.00 inventory. Selling on 
Write Box P-12, c/o HARDWARE 
56th Sts., Philadelphia 39, Pa. 


joining. 
Sales 
Approximately 
doctor’s advice. 
Ace, Chestnut & 





each 


For less than 5¢ 
dozen brass 


BELIEVE IT OR NOT. 
you can buy as few as three 
key blanks beautifully embossed en your aa 
and address in permanent raised letters. rite 
today for on bulletin 2858. HAZELTON 
CHAIN CO. (manufacturers of key blanks and 
sash chain), 81 Kemble St., Roxbury 19, Mass. 


POSITIONS WANTED 


MANAGER, hardware store or hardware de- 
partment of building materials concern. Twenty- 
three years experience in all phases hardware, 
roofing, siding, paint, insulation, lumber and 
mason supply sales. Desire position which pays 
$8,000 or better. Prefer Connecticut, New York 
State, Massachusetts, or Colorado. Age 41, mar- 
ried, two children. Resume on request. Write 
Box P-10, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





AGGRESSIVE REPRESENTA- 
switching over from 10 years in 
Plans to concentrate on only 
Hardware—Minnesota, North 
and South Dakota, W. Wisconsin. Assured, In- 
tensive Coverage. Will make up inexperience 
by unrelenting legwork and imagination. Write 
Box P-16, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa 


YOUNG, 
TIVE just 
menswear field. 
lines— Houseware, 





DESIRE POSITION with top manufacturer 
managing sales Broad experience sales survey, 
analysis, promotion, distributor appointing and 
supervision; hiring and training men. Best 
Wholesaler contacts and relationship. Eight years 
with present company. Consider West Coast only. 
Write Box N-31, c/o Harpware Ace, Chestnut 
& 56th Sts., Phila. 39, Pa. 





EXPERIENCED HARDWARE MAN, with 
36 years in Wholesale selling, buying and man- 
igement, wants selling, buyer or management job 
n Wholesale or Retail Hardware. Excellent ref- 
erences. Write Box P-21, c/o Harpware AcE, 
Chestnut & 56th Sts., Philadelphia 39, Pa 








EXPERIENCED SALESMAN, presently em- 
ployed by manufacturer, calling on wholesalers 
and dealers for over ten years, desires to associate 
with respectable manufacturer representative 
agency of manufacturer with opportunity for ad 
vancement. Married, hard working, reliable, col- 

ge graduate. Desire Southern-eastern Seaboard. 

jox M-25, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


Don t miss the BUYING CHECK LIST on page 32 
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Index to Advertisers 





THE ADVERTISERS INDEX is published as a convenience ani not as a part of the advertising contract. Every care 
taken to index correctly. No allowance will be made for errors or failure to insert. 


A 


EN 3 TE . ea 
Atlas Tool & Mfg. Co.....11, 53 


Bethlehem Steel Co 
Borg-Erickson Corp. ........ 


D 


Desmond Stephan Mfg. Co... 
Devcon Corp. 


Dow Chemical Co.... 


G 


i atecehcaceialion 53, él 
Graham & Co., Inc., John H. 

King Cotton Cordage.... 
Griffin Mfg. Co 


Gardex, , Inc. 


H 


Hodell Chain Co. 
National Screw & Mfg. Co. 69 


J 
Jefferson Screw Corp....... 52 


L 


Larson Co., Charles O 
Lober & Associates, M. 


M 


Magnolia Products Inc 
Marshalltown Trowel Co. 

Mayes Bros. Tool Mfg. Co... 59 
Miller Co., Inc., Robert E.... 68 
Minnesota Mining & Mfg. 











N 
National Mfg. Co.... 


National Screw & Mfg. Co. 
Hodell Chain Co......... 


Nicholson File Co.... 


North & Judd Mfg. Co...... 


p 


| Panzer Products, Inc. 
| Pittsburgh Plate Glass Co. 


Store Front Div.. 


| Proen Products Co.... 


R 


Republic Steel Corp. 
Rival Mfg. Co.... 


S 
Samson Cordage Works. 





Southern Screw Co. 


Swingline, Inc. 


T 


Tate Co., E. H... 
Thompson Co., E. A. 


53, 59, 


U 
Universal Exhibitions <td. 


W 
Western Tool & Stamping Co. 
Woodhill Chemical Co. 
Worthington Co., George 


Y 


Yale & Towne Mfg. Co. 
Lock & Hardware Div. 





MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY -« 


MARSHALLTOWN 
TROWELS 


Want more facts? Circle 136, p. 35 


MARSHALLTOWN, IOWA 











find in the current issue of the Directory Number the product you are in- 
terested in, write to the “Who Makes It’’ Editor. He'll be glad to serve you. 


Chang ©€S New products and new trade names are constantly being added to the listings for 


the next Directory Number of HARDWARE AGE » Therefore, if you do not r A R D W A r [ A 6 F 


Chestnut & 56th Sts., 


Phila. 39, Pa. 











Genuine 
Original 


One Set of 4 
on a 3-Color Card 


6 SIZES: %", %", I", 
11/6", 1%", IW". 





Ask your Jobber or write— 


DOMES o SILENCE 


INSULATED RUBBER CUSHIONED GLIDES 


Wonderful for all WOOD and METAL Furniture 


Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 


Contains | doz. cards of either 5"', 34°" or I'' DOMES. DOMES have 
needle point nail. Case hardened steel, burnished nickel plated mirror 


finish. 


Both Container and Cards in 3 COLORS 
ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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DISPLAY HODELL 23-25%: 





DOG CHAIN DISPLAY 


Colorful metal hanger holds 12- 
chain assortment, attracts all dog 
owners. Choice of 3 assortments 
of best-selling Bulldog pattern 
dog chains, with colored plastic 
or metal toggle grips. 
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ANIMAL CHAINS 
Hodell halter and dog chains, 


cow ties, tie-outs, kennel and ex- 
erciser chains, anti-cow kickers, 
dog couplers and chain choke 
collars ...all of the quick selling 
— and sizes. 


— 





CHAIN MERCHANDISER 


Packs a lot of chain selling power 
into less than two square feet of 
space. Compact and colorful, the 
Hodell Chain Merchandiser han- 
dles your choice of four chain 
assortments designed to fit 
local preferences. 


PAILETTES 
Proof Coiland BBB Coil chain in 
strong steel reusable containers. 
Handiest way to handle these 
heavier chains. Attractive enough 
for floor display. Four chain 
sizes available include %%, 14, % 


and *¢ inch. | 
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Handy Trace Utility 


CHAIN SPECIALTIES 
Hodell’s full line of welded and 
weldless chain includes these 
four popular assemblies . . . fast 
sellers, especially to your farm 
customers. Full range of sizes in 
each type. | 


HODELL COIL CHAINS 
All the welded and weldless pat- 
terns and sizes, high quality and 
dependable, in standard hard- 
ware packages and on metal reels, 





HODELL CHAIN COMPANY, Cleveland 3, Ohio 


Division of The National Screw & Mfg. Co. 





National 


Fasteners ‘A Hodell Chains vA Chester Hoists 








